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@ At the request of many 
agents and policyholders 
we are repeating the 
series of now _ famous 
cartoon cuts “Hints to 
Salesmen,’’ designed by 
Guilford A. Deitch and 
drawn by the late Gaar 
Williams, the well-known 
cartoonist, especially for 
the Reserve Loan Life. 
These were first used 25 
years ago. This com- 
pany was one of the pio- 
neers in the country in 
using cartoons and hu- Z g A 
mor in advertising. A “ Z = 











DONT LET A MENTAL HAZARD BEAT YOU 


Payment of losses within 24 hours of receipt of 
proofs is the ordinary daily routine of this 
organization. 


Write for General Agency openings with a 
direct home office contract that pays liberal 
commissions. 
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THREE WORDS 
that make fathers read the stow 


HOUSANDs of young fathers saw this advertisement in 
4 ho Saturday Evening Post and Time Magazine. 
They saw their own wives and children in that photo- 
graph . . . noticed those three words “money-every- 
month” ... read on for details of Union Central Life’s 
Multiple Protection Plan. 

No wonder Union Central agents are enthusiastic 
about this new policy and the advertising campaign 
behind it. No wonder scores of them heartily agree when 
John Riha out in Omaha says, “Selling money-every- 
month to the prospect means more money-every-month 
to the agent.” Mr. Riha paid for $376,133 of new busi- 
ness in the first five months of 1935. 53% of this was 


Multiple (money-every-month) Protection. 


The 
UNION CENTRAL 


Life Insurance Company 


CINCINNATI 
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CHARACTER 


Personally and institutionally, the 
greatest asset in the Life Insurance 


profession, character. 


ACCIDENT 


INSURANCE 





The same five men who founded 
this Company have been actively 
in charge of its management for 
thirty-four consecutive years. Their 
combined years of service represent 
a total of 170 years of conscientious 
labor. They are engaged wholly 
in the service of the Company and 


they have no other outside business. 







ReNATIONAL (Ret) sxronacsins 
ACCIDENT ‘SS  scocowarrs 


Insurance Company Inc 


C. A. Craig, Chairman of The Board W. R. Wills,« President 
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New York’s Law Is 
Now a Protection 


Safeguards Cash Values of Retire- 
ment Annuities from 
Creditors 


FOR MEASURE 


REASONS 


Only a Few States Have Measures That 
Will Properly Protect These 
Contracts 





NEW YORK, Aug. 22.—While New 
York’s new Section 55c effectively safe- 
guards the cash values of retirement an- 
nuity contracts, there are now less 
than a dozen states that have laws to 
this effect and there is a wide differ- 
ence of opinion among insurance law- 
vers as to just how far laws of the 
type of New York’s 55a, which protects 
life insurance cash values, can be relied 
upon to protect retirement annuity cash 
values, 

Some lawyers hold that because the 
retirement annuity, even though it con- 
tains no insurance, does contain a death 
benefit in the form of payment of the 
cash value to a beneficiary, it would 
therefore be held to be a contract of 
life insurance and so be exempt from 
clams of creditors under Section 55a 
and other laws of that type which many 
States now have. 


Hirst Says 55c Needed 


However, Albert Hirst, New York 
attorney who worked with the New 
York State Life Underwriters Associa- 
tion in the enactment of both 55a and 
d5c, believes that laws of the 55a type 
are insufficient to cover annuity cash 
values and says that this inadequacy 
Was one of the reasons for the enact- 
ment of 55c, which exempts cash values 
ot annuities, as well as giving annuity 
payments the same protection under the 
garnishee laws as is enjoyed by salaries 
or other periodic payments and making 
it possible to bar creditors of the bene- 
iciary from attaching payments except 
ina debt for food, clothing, or other 
Necessities of life. 

The fact that there is no augmenting 
ot the value of the contract by reason 
ot the insured’s death would cause it 
to be held by the courts not to be a 
policy of insurance and hence not en- 
titled to the exemption from creditors’ 
tlaims which the cash value of life poli- 
“les enjoys, Mr. Hirst believes. 

_ “Ive states protect annuity cash val- 
ues from the claims of creditors persons 
recelving annuities, providing the re- 
“iplent is someone other than the 
policyholder or the person paying the 
eeums. These states are Indiana, 
~aine, Rhode Island, Tennessee, and 
meet. There is no exemption for 
ie person who takes an annuity pay- 
able to himself, 

oan _dtisiana “all pensions and all 
soli -eGS of, or payments under, annuity 
Policies” are exempt from liability for 








Best Co. Given a Hearing 
Before Minnesota Body 


RAYMOND SMITH A WITNESS 





Appeal Was Taken on the Rating Or- 
der of the State Insurance 
Department 





ST. PAUL, MINN., Aug. 22.—At an 
all day hearing before the Minnesota 
commission, attorneys for Alfred M. 
Best & Co. of New York and represen- 
tatives of that company presented their 
case against the recent order of Com- 
missioner Yetka barring the use ot 
rating books in the solicitation of in- 
surance in Minnesota. 

The hearing was on an appeal from 
the order filed by the Best Company. 
Commissioner Yetka is a member ot 
the commerce commission which heard 
the case but he intimated that he wili 
not vote on the issue when the commis- 
sion hands down its decision. 

Raymond T. Smith, Chicago, vice- 
president of Alfred M. Best & Co., was 
the principal witness for the company. 
Attorneys for the firm were T. D. Sul- 
livan, Chicago, and Frank McAllister, 
St. Paul. Both have been ° actively 
identified with the Farmer-Labor party 
in Minnesota. Mr. Smith testified that 
it the Yetka order stands, it will vir- 
tually ruin the business of Best & Co. 
in Minnesota. 

Representatives of the James E. Dunne 
rating organization of Chicago also 
conferred during the week with Com- 
missioner Yetka but so far this firm has 
not asked a hearing on the order. 

In referring to a score of commenda- 
tory letters which he has received from 
various insurance officials scattered all 
over the country, Commissioner Yetka 
said that the majority of them were 
from companies which are highly rec- 
ommended by rating concerns. 


MeCLAIN DEFINES POSITION 


INDIANAPOLIS, Aug. 22.—Com- 
missioner H. E. McClain of Indiana is 
chairman of the special committee of 
insurance commissioners on company 
ratings and engineered the report that 
was adopted at the recent Seattle meet- 
ing. Mr. McClain reports that his de- 
partment has issued no ruling on the 
subject. He says: “Our position on 
comparative ratings of insurance com- 
panies is entirely clear. When and if 
this department should take action, it 
will be for the sole purpose of pro- 
tecting Indiana policyholders through 
regular channels.” 








debts. While it may be questioned 
whether this is broad enough to include 
annuity cash values, Mr. Hirst is of the 
opinion that it would. 

The Missouri exemption includes any 
moneys payable by any company in the 
life or annuity-writing class. 

Nebraska specifically exempts claims 
of creditors of both policyholders and 
beneficiaries? 

Pennsylvania exempts annuities when 
the payments are to another than the 
policyholder, and in the case of the 
policyholder where the income is $100 
a month or less. 


Texas exempts. all kinds of life insur-, 





U. S. Steel Case Cause of 
Big July Group Increase 





BUSINESS BY MONTHS GIVEN 





Figures Show 471.8 Percent Advance as 
Compared with Similar Figure 
for Last Year 





NEW YORK, Aug. 22.—The 471.8 
percent increase in new group life in- 
surance registered in July over July, 
1934, is due practically entirely to the 
mammoth U. S. Steel case which went 
through in July and involved nearly 
$300,000,000. Not all of this was counted 
as new insurance, but enough of it 
counted that the July figure was $267,- 
582,000 as against $46,795,000 for the 
previous July. For the previous months 
of this year new group business was as 


follows: January $27,348,000; Febru- 
ary, $20,288,000; March, $30,611,000; 
April, $37,495,000; May, $50,231,000; 


June, $39,537,000. 

The U. S. Steel case involved the re- 
arrangement of the company’s already 
large group insurance setup and the 
writing of a large amount of new busi- 
ness. The coverage was distributed 
among a number of group-writing com- 
panies. 








ance payments from executions by 
creditors of policyholders or _ benefi- 
ciaries, but the language of the law is 
such that it is not possible to tell if 
annuities would be included and there 
have not been any court cases settling 
the point. 





Five Life Companies Are 


in Billion Dollar Club 











Five life insurance companies were 
included in the United Press’ Billion 
Dollar Club, which lists the 23 business 
organizations in the country with more 
than a billion dollars in assets each. 
The Metropolitan Life headed the en- 
tire list, being the only organization 
which has passed the four billion dollar 
mark. The Metropolitan Life since 
1929 has been the largest corporation 
in terms of assets. Although only 15 
of the 23 companies showed an increase 
in assets for 1934 all the life companies 
gained. The comparative figures listed 
by the United Press are as follows: 


Dec. 31, 1934 

Metropolitan Life .......... $4,031,108,152 
OL Ge BON sia. ganHesk wees ,034,636,813 
OO Pe re 2,965,245,956 
Southern Pacific ..........- 2,307,790,182 
Pennsylvania .......sscesee 2,282,171,369 
a Rr ee 2,109,505,224 
WIR ak Ta bic + cate < Keade 2,084,112,287 


Chage Wet Bane... .5..52.. 
Stamds: GBs. fies ek 


1'640;110,831 
Guaranty Tr. ms . 1,577,090,73 


Con. Gas Co., 





(COM, SPRUCE. sé occ cscs ac 1,363,241,978 
CORUENEE 6 ace 6.5 0 45,4 oa 6 Oo os 1,281,982,682 
CICE BOP WING 2.0555 1,269,628,7 
Gen. Motors ..... . 1,268,532,026 
Baltimore & Ohio - 1,215,569,128 
Union Pacific - 1,175,762,559 
Tg FS Be eee 1,160,509,652 
Bank of Am. Nat. Tr. & Sav. 

Assn. (incl. Bk. of m., 

OME lt feeds a tawan eae tae 1,167,754,468 
Com, A SGuth so... J... 220932 1,119,287,227 
Bane: Cs Mi fecnnesé secage 1,011,271,849 





Plan to Tax Life 
Proceeds Cut Out 


Conferees Eliminate Inheritance 


Tax Feature in Federal 
Revenue Bill 


RETAIN OLD EXEMPTION 


Senate Proposal to Exempt Life Insur- 
ance Earmarked for Death Duties 
Fails of Inclusion 


WASHINGTON, Aug. 22.—By elim- 
inating the inheritance tax proposal en- 
tirely, the joint conference committee 
of the Senate and House disposed of 
the possibility that life insurance pro- 
ceeds might be made subject to inheri- 
tance taxes. At the same time the tax 
bill, as reported out this week by the 
conference committee, leaves insurance 
payable to a named beneficiary in its 
present status, under which up to $40,- 
000 is exempt. 


Lonergan Amendment Failed 


The proposed Lonergan amendment, 
which would have exempted from fed- 
eral estate taxation life insurance ear- 
marked for payment of state or federal 
death duties failed of inclusion in the 
bill as reported by the committee. This 
feature was strongly desired by the Na- 
tional Association of Life Underwri- 
ters, whose memorandum pointed out 
that increased estate taxes would make 
it even more imperative that some pro- 
vision be made whereby cash can be 
immediately raised at death, and that 
life insurance, the best means of pro- 
viding this money, should not have to 
be included in the general estate, as it 
now is, when it is specifically desig- 
nated for payment of death taxes. 


Further Study Recommended 


In eliminating the Lonergan amend- 
ment, the conferees explained that it 
was considered unnecessary in view of 
the abandonment of the inheritance tax, 
but recommended that a study be made 
of the plan with a view to its further 
consideration at a later date. 

Under the bill as agreed upon by the 
conferees, insurance companies subject 
to corporation tax will take a rate of 
133% percent, and the insurance exemp- 
tion of the present estate tax will be 
continued in effect. 


What Senate Amendments Provided 


The senate amendments provided for 
the relief of life companies from onerous 
requirements which would make impos- 
sible the prompt payment of death 
claims, continuation of the present ex- 
emption of up to $40,000 of insurance 
from death duties, and a possible field 
for a new line of insurance, to be de- 
voted to the payment of such taxes. 

Avoiding a further possible conflict, 
the senate adopted the house rate of 
13% percent on the income of insurance 

(CONTINUED ON PAGE 17) 
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Garnishment 


Practices in 


Various States Are Given 





NSW YORK, Aug. 22.—Despite 
progress that has been made in protect- 
ing recipients of instalment proceeds 
against claims of judgment creditors, 33 
of the 48 states still lack the protection 
that is affofded by New York's Section 
15 of the personal property law or sim1- 
lar statutes in 14 other states. Some 0 
the 33 states have a limited protection 
in their domestic relations laws, but such 
laws have by no means the scope of the 
special laws designed specifically to pro- 
tect life insurance settlement options. 

In all of the 15 states affording spe- 
cific protection, the agreement that in- 
stalments shall be free from creditors’ 
claims must be made as a result of a 
written request by the assured. The 
agreement provides, first, that the bene- 
ficiary shall not have the right to en- 
cumber or anticipate any instalments— 
that is, to obtain money or goods by 
pledging future instalments; and second, 
that even where such pledging has not 
been attempted, the instalments shall be 
immune from attachment by judgment 
creditors. 

How Garnishment Is Applicable 


If such protection is not provided, 
either because the agreement is not in- 
cluded in the policy or because the state 
law does not recognize the exemption 
agreement, instalment proceeds are sub- 
ject to garnishment proceedings the 
same as any other source of income. 

Most of the 15 states having exemp- 
tion statutes are closely similar to each 
other, even to the wording of the law. 





Wings Sprouting 














GERARD S. NOLLEN 


The wiseacres predict that President 
G. S. Nollen of the Bankers Life of 
lowa will be the next president of the 
American Life Convention. He has ren- 
dered excellent service on the executive 
committee and was chairman of the pro- 
gram committee for last year’s conven- 
tion. He ranks in the upper bracket of 
the organization and is considered one 
of its strongest men. He is Iowa born 
and bred, corn fed and sun browned. He 
is a graduate of Grinnell College in 
Grinnell, Ia. He started his life insur- 
ance career with the Bankers Life on 
graduation from college. He was asso- 
ciated for nine years with other compa- 
nies in actuarial work, the last one being 
the Equitable Life of Iowa. He became 
actuary for the Bankers Life in 1912 
and was} elected secretary and a direc- 
tor. He was chosen vice-president in 


' excess interest rate has been intensified 


The main exceptions are that New York 
is somewhat more iimited than the 
others, permitting creditors to recover 
“in an action for necessaries,” the latter 
being reasonable purchases of the usual 
necessities of life—food, clothing, ‘shel- 
ter, etc.; Indiana’s law extends protec- 
tion only in the case of Indiana com- 
panies, but the practice of non-state 
companies is to insert the clause in In- 
diana policies for whatever it is worth; 
Nebraska clearly denies beneficiaries the 
right to encumber or pledge their in- 
stalments, but home offices regard the 
law of that state as being not clear on 
the extent to which it provides exemp- 
tion from claims of judgment creditors. 


Practices of Various States 


Following is the list of states having 
specific exemption laws for the protec- 
tion of beneficiaries from creditors’ 
claims: California, Colorado, Connecti- 


cut, Indiana, Kansas, Massachusetts, | 


Mississippi, Nebraska, New York, Ohio, 
Pennsylvania, Rhode Island, Texas, 
Vermont and Wisconsin. 

The exemption statute provides pro- 
tection only from garnishment actions 
against the company. Once the funds 
are in the hands of the beneficiary their 
standing is no different from those of 
any other moneys the beneficiary has in 
her possession. However, it is obviously 
a much tougher job for the creditor to 
get at such funds than where he can go 
to the insurance company with his judg- 
ment and divert part of the beneficiary’s 
funds to himself right at their source. 


Difficult to Evade Levy 


While a layman might suppose off- 
hand that even if he were living in one 
of the 33 non-exempting states he could 
gain the protection of an exemption 
statute for his beneficiary by effecting 
the contract in a state providing such 
protection and with a company whose 
home state also provided such protec- 
tion, this is not the case. The issuing 
company’s state would recognize the 
judgment obtained in the beneficiary's 
state and grant a similar judgment 
which would be binding on the home 





office issuing the policy. 








Excess Interest Factor 
Most Important Question 





How much excess interest should be 
paid next year on dividends and pro- 
ceeds left on deposit is a question which 
is getting a good deal of attention from, 
forward-looking actuaries of a number 
of prominent life companies. While the 
situation is by no means such as to be 
a matter of concern, it is believed that 
in the interest of conservatism it may 
be advisable to make substantial reduc- 
tions in the excess interest rates now 
being paid. 

Some very well informed actuaries 
would like to limit interest on dividends 
and proceeds to that guaranteed in the 
contract—3 or 3% percent as the case 
might be—eliminating excess interest 
until the present undoubtedly temporary 
period of extremely low returns on in- 
vestments shall have passed. 


Is Substantial Return 


With savings banks in New York 
State proposing to limit interest on de- 
posits to 2 percent, it is pointed out 
that the minimum guaranteed by any 
company on dividends and _ proceeds 
would give a far higher yield than could 
be obtained by leaving the money in 
any other repository of comparable 
safety. At the same time, the excess 
interest rate always can be restored to 
whatever level is justified by the state 
of the investment market. 


Cash Receipts Problem 


The desirability of fixing an equitable 


by the tremendous increase in dividends: 
left at interest which many companies 
are experiencing, also the growing popu- 
larity of settlement options for taking 
care of policy proceeds. One company 
which last year was receiving back a 
substantial proportion of its policyhold- 
ers’ dividends to hold at interest is this 
year receiving more than three times 
that amount. Several companies are re- 
ceiving back half the dividends they 
pay, a proportion which represents a big 
jump over last year. 

Companies vary widely in the normal 
percentage of dividends which they are 
asked to hold at interest. It depends 
largely on their agents’ selling methods. 
If the agents sell on the basis of accu- 
mulated dividends the percentage of 
dividends left with the company will be 
markedly higher than in the case of a 
company which encourages its policy- 
holders to take their dividends in cash. 
The big increase in the amount of 





1919 and president in January, 1926. 





reserves held for settlement options was 


strikingly shown in a recent address by 
Secretary R. C. Neuendorffer of the 
Guardian Life of New York at the Life 
Office Management Association’s east- 
ern conference. Companies reporting in 
New York State held only $81,300,000 
on supplementary contracts not involv- 
ing life contingencies, the term which 
covers settlement options other than 
those which have been converted to an- 
nuities at the end of a “certain” period. 


Rapid Growth Shown 


By the end of 1933 this had grown 
to $529,800,000. Mr. Neuendorffer es- 
timated that by the end of this year 
there will be more than three-quarters 
of a billion dollars under supplementary 
contracts in companies doing business in 
New York. 

With policy proceeds and dividends 
assuming an increasingly prominent 
role, it is obvious that fixing the 
correct rate of interest on such funds 
is a matter for some close figuring if 
the policyholders as a body, as well as 
the dividend-depositors and proceeds- 
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| Program Chairman 





U. S. BRANDT 


the executive committee of the Amer: 
can Life Convention, is chairman of th 
program committee that is now com 
pleting the schedule of events for th 
annual meeting to be held in Chicago th 
week of Oct. 7. Associated with him ar 
Executive Vice-President J. A. McLaia 
of the Guardian Life and Dr. H. W. 
Dingman of Chicago, vice-president 
Continental Assurance. 








Holding Company Liable for 
Assessments in Wisconsin 





MADISON, WIS., Aug. 22.—Every 
domestic and foreign corporation whic 
shall purchase, own or control the vot 
ing. of any stock in a domestic life, fie 
or casualty company shall be liable ior 
zny assessment made against the stock 
holders of such company as determined 
by the commissioner in the same mannet 
as is provided for individual stockholé- 
ers, under provisions of a recently et 
acted new subsection to the statutes Ie 
lating to assessment liability of holders 
of insurance stocks. In case the asses 
ment against such holding company 
shall not be fully paid by the corpot 
tion, its stockholders shall be liable i 


an assessment sufficient to cover the it! 





receivers, are to be treated equitably. 


amount of liability. 








Need of a Working Surplus 


E! 


OT 





HARTFORD, Aug. 22.—The rising 
cost of living is advanced by a Hartford 
casualty company executive as the rea- 
son for a decline in the amount of life 
insurance business as well as for the 
failure of automobile liability premiums 
to rise much above last year. The sharp 
increase in price of necessities has come 
this year and as few wage or salary in- 
creases have been made, the pinch is 
beginning to be felt. People buy life 
insurance out of marginal income. With 
the first surplus above urgent needs, 
more life insurance was bought in mayy 
cases. 


Work of Agent More Difficult 


The meaning of all this, according to 
this executive, is simply that the work 
of the life man has been made more 
difficult. In many cases he will not 
be competing for what are clear surplus 
dollars. He will be competing for dol- 
lars which are not far above the sub- 
sistence level and which are ardently 
desired for many purchases other than 
life insurance. No matter how well peo- 
ple may be sold on the general principle 
of life insurance, individual purchase by 
large numbers will continue to depend 
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President U. S. Brandt of the Ohi 
State Life of Columbus, O., member ¢ 
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man wees Advantages 
in Smaller City 














iffe Company Executive Points 
Out Benefit to New 
Agent 


OST OF LIVING IS BASE 







uch Easier for a Salesman to Make 
Contacts in a Place of Mod- 
erate Size 










NEW YORK, Aug. 22.—New or 
prospective agents in cities of less than 
500,000 population have no reason to 
feel envious of the supposedly greener 
pastures in a great metropolitan center 
like New York or Chicago, for they 
have some very decided advantages over 
the big-city agent, according to an of- 
ficer of a large life company who has 






the Ohio 
nember of 










1e Amer had first hand field experience in both 
1an of thi types of territories. 

. fore Advantage of Smaller Points 
hicago tem Keenly aware of the value of social 
th him arm contacts in paving the way of the suc- 
.. McLain cessful agent, this executive states that 
r. H. Wiaethe big advantage possessed by agents 


president in cities of less than the first magni- 
tude is that they can engage in social 
activities, join country clubs, and go to 
————#& summer colonies along with the 
le for wealthiest people in their communities. 
Bg While the basic cost of living is well 
iSCONSINME known to be somewhat higher in the 
largest urban centers as compared with 
> Fryer “lies below the top rank in size, this 
=e which differential would be of little importance 
| i oll if it applied in the field of luxury and 
life, fire entertamment In the same ratio as it 
liable jot does in food, clothing and shelter. It 
‘he al is when an agent tries to gear his mode 
ctermiael ot living so as to. meet possible pros- 
ie mane fa Poe's under auspicious circumstances 
stockholt that he realizes the difference between 
cama keeping up with the Joneses” in New 
ayo ips bi and in a city of 400,000 inhabi- 
. por Expenses in Big Cities 
compat} “Unless a new agent in New York or 
+ Corpor: Chicago has unusually large resources 
liable '°' HM to tide him over the beginning period 
or the tt! HM and can be sure of earning large com- 
missions, he just can’t afford to travel 
—— J " the same circle as the wealthiest and 
most desirable prospects,” this official 
Pointed out. “Of course, he can try to 
teach them in other ways, but unless 


he 1S prepared to spend a lot of money 
nt soli #% ° living up to an expensive and even 

luxurious standard, he must regretfully 
Pass up the important factor of social 


eral 

contacts, 

were ! Cost of Living Is Lower 

riod and “p 

sho come pe it take a city of 100,000 to 400,000 
use it Pega which I consider the ideal 
al agents +-© lor a new man to start his career. 


advances -€ can live in a good house in the 





nings, # Pay Part of town without going into 
a livelr salad to pay the rent. Costs of enter- 
e exper pres. are reasonable. There are no 
ympanies i nsive theaters, restaurants or night 
hat bor i 8 to throw away money on, even 
a habit ‘ anyone wanted to. There is prob- 
re books, the. one ‘best’ country club, for which 
ever ge Hirt, initiation fee will probably be 
orrowe!. the x $100 and the annual dues about 
so, wi “ oa Here the agent can mingle 
ker. He tha ms of friendly equality with the 
his own shan Hun in the city—and I know 
qa leane!. ife sae y that there are plenty of big 
so undet ate surance cases written outside the 
rsistence S© metropolitan centers. 

advances 's matter of social contacts and 





friendships is 


cient 
sufi’ can afford 


sily is ™ 
he agent 
anage!. 


something that no agent 
way of inf to overlook. Wives have a 
titand uencing the decisions of their 
8. Sales proceed much more 
(CONTINUED ON PAGE 17) 












Difference in Viewpoint Is 
F ound by General Agents 





OFFER TO BUY THE RENEWALS 





Concern Is Organized to Take Over the 
Equity or Loan Money to 
Salesmen 


NEW YORK, Aug. 22.—Activities of 
a finance company recently organized to 
buy life agents’ renewals or lend money. 
thereon have met with widely differing 
responses from general agents here. 
While the company in question is finan- 
cially sound and operated in a; manner 
entirely aboveboard, a number of agency 
heads dislike to see the entry of an or- 
ganization which might make it too easy 
for agents to sell their renewals rather 
than building up an income for the fu- 
ture. Other managers and general agents 
feel that such a concern has a useful 
place in the life insurance picture. 

Those who are opposed to outside 
financing companies hold that sufficient 
facilities already exist to finance agents 
desiring to sell or borrow on their re- 
newals and that the agency head is usu- 
ally in a position to be more liberal than 
any soundly conducted outside enter- 
prise could be because he knows the 
agent personally. Opponents also con- 
tend that the general agent is much 
more likely to exercise a desirable re- 
straining influence on selling of or bor- 
rowing on renewals, as he himself real- 
izes the value of having agents with 
good renewal accounts, whereas a 
finance company actively interested in 
furthering business would naturally have 
no such tendency to discourage loaning 
and selling. 





C. T. Pierce May Be Deputy 


Likelihood that C. T. Pierce, state 
senator and local agent of Montpelier, 








Double Decker 














































ROBBINS 


COL. C. B. 

Col. C. B. Robbins is not only gen- 
eral manager and general counsel of 
the American Life Convention with 
his office in Chicago, but he still 
remains president of the Cedar Rap- 
ids Life. He is in close touch with 
what is going on with his company. 
The agents during August are honor- 
ing him by “pelting him with applica- 
tions.” Colonel Robbins is spending 
his vacation at the head office of the 
Cedar Rapids Life. 








may be appointed deputy commissioner 
in Vermont soon after George B. Car- 
penter takes office, Aug. 24, succeeding 
L. D. Meredith, is being rumored. 








our daily work. 


Independence Square 





Time Off 


Summer is everybody’s vacation time, and the always 
hard-working life underwriter and his family are certainly 
entitled to their time off. A change of atmosphere and 
daily environment refills vitality reservoirs, smooths out 
frazzled nerves, and gives us a new grip and ambition for 


A day or two spent here, and two or three days there, 
wreck too many working weeks. Is it not far better to lay 
out definite dates for the beginning and the end of a vaca- 
tion, and to make a real vacation out of the time between. 
When we have done that, we don’t have the feeling of vaca- 
tion futility later in the year, of having had a vacation that 
wasn’t a vacation at all. And if we do it, and give the rest 
of the Summer to faithful work, we shall be better off in 
every way than to have a pick-me-up vacation of a day or 
two here and a day or two there. 


THE PENN MUTUAL LIFE INSURANCE CO. 
. WM. A. LAW, President 


Philadelphia 




















Younger Men Are 
Source of Agents 


Life Insurance Has Proved 
Worthwhile Career to Business 
Tyro 


USUAL JOBS ARE LACKING 


Chief Difficulty Experienced in Failure 
to Grasp the Magnitude 
of the Job 


NEW YORK, Aug. 22.—Younger men, 
even those just out of college, are com- 
ing to be more seriously considered as 
prospective agents by a number of gen- 
eral agents and managers. The ideal re- 
cruit is still somewhat older and prefer- 
ably married, but many agency heads, 
analyzing the results from young and 
older agents taken on, have found better 
results from the younger men. This is 
entirely apart, it should be noted, from 
any comparison of the merits of agents 


who are old or young in point ot ex- 
perience. 


Morale of Older Men Shattered 


For one thing, the morale of many 
older men whose abilities and back- 
ground suggest excellent potential un- 
derwriters has been badly shattered. 
Furthermore, the responsibilities which 
are considered good incentives for an 
agent to have may be weighing him 
down financially and spiritually to such 
an extent that here is little chance of his 
keeping going long enough to get his 
head above water. 

On the other hand, many of the usual 
jobs that young fellows just out of col- 
lege are accustomed to turn to are not 
there any more. The bond business, once 
the traditional refuge of the new alum- 
nus, offers nothing very attractive. At 
the same time life insurance has in- 
creased its prestige and life underwrit- 
ing has proved itself a worthwhile career 
for one who wants to make a serious 
business of it. Nearly every recent 
alumnus knows one or more classmates 
who are becoming successful in life in- 
surance, making it a life work and not 
merely going into it as a stop-gap job 
after everything else has failed. 

Obstacles Face Younger Men 


There are obvious drawbacks which 
face the younger man starting out in life 
insurance. He feels that older prospects 
are not going to take very seriously the 
words of a stripling on their personal 
financial problems. Yet such an agent 
can cite the experience of his father or 
older acquaintance if he himself lacks 
the background of experience that is 
necessary. Often, too, older men will 
go out of their way to help a young 
agent, if he seems to be the right sort 
and is in earnest about his business. He 
may not buy any insurance, but he is 
quite likely to be friendly and perhaps 
helpful. 

The big trouble of young men starting 
as life underwriters is not inexperience 
or the disinclination of older men to con- 
fide their financial affairs, but rather 
their inability to grasp the magnitude of 
their job, to realize how much harder 
and more efficiently they must work than 
they ever worked before. 

They are likely to fizzle out unless 
they appreciate this, for it is unlikely 
that their previous experience has been 
such as to instill an automatic habit of 
industrious, intelligent, self-directed 
effort. 

An agency’s selling methods have 
some effect on its probable success in 
utilizing younger men as agents. An 

(CONTINUED ON PAGE 17) 
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Underwriters Are Wary of 
Retail Liquor Store Risks 





SOME IMPOSE HEAVY RATING 





Main Consideration Is Not the Present 
Risk of Contact With Liquor but 
Future Developments 





NEW YORK, Aug. 22.—Uncertainty 
as to future developments in the retail 
distribution of bottled liquors has made 
underwriting departments wary of being 
over-liberal in accepting applications on 
owners and employes of retail liquor 
stores. There is considerable variation 
among companies on ‘these risks. Some 
will accept them at standard rates while 
others impose a substantial rating. 

Among those imposing ratings or 
other conditions the main consideration 
is not the present risk of contact with 
liquor but future developments. Those 
handling only sealed bottles of bever- 
ages are exposed to little if any liquor 
hazard, but it is felt by many under- 
writers that with the tendency toward 
an increasingly liberal attitude on the 
liquor question generally, it may be only 
a question of time before liquor is sold 
not only in unbroken packages, but in 
bulk as well. This would put the retail 
clerk or proprietor in about the same 
class as the barkeeper. 4 

As evidence of this liberal trend, it 1s 
pointed out that before repeal it was 
loudly proclaimed that the saloon would 
never be allowed to come back, while 
as a matter of fact the saloon or its 
equivalent is very definitely back nearly 
everywhere. d 

The fear is that laws relating to the 
handling of liquor will be liberalized or 
that political pressure will bring about 
the same condition. The failure of 
prohibition to do an effective job of pro- 
hibiting alcoholic excess has made peo- 
ple distrustful of rushing into any sim- 
ilar remedy, so little can be hoped for 
in the way of definitely repressive meas- 
ures unless they have general public 
approval. 


Contests Decision on Attorneys 

LINCOLN, NEB., Aug. 22.—The 
Nebraska insurance department chal- 
lenges the decision of the state supreme 
court that when it acts as receiver for 
an insolvent insurance company it has 
not the right to hire and fire its own 
attorneys, and asks a rehearing of the 
case where M. L. Donovan of Omaha 
successfully resisted an effort to dis- 
charge him. The court held that he 
was an official of the court, and the 
point is made that his appointment by 
the receiver and not by the court origi- 
nally was therefore illegal. It is in- 
sisted that he is disqualified because he 
is attorney for a woman who sued the 
National Old Line life, the company in 
question, for recission of contract. 


Eric Collins With Zurich 


Eric Collins has resigned his con- 
nection with the Allstate-Hercules Life 
organization, to join the Zurich at its 
head office in Chicago. He was con- 
nected with the old National Life, U. 

A., and went with Sears, Roebuck & 
Co.» when the National Life was re- 
insured. He is a son of Arthur W. Col- 
lins, former United States manager of 
the Zurich. 


Rochester Council Elects 


The Life Insurance Trust Council of 
Rochester, N. Y., has elected’ Warren 
S. Parks, Rochester manager Equitable 
Life of New York, president, succeed- 
ing W. H. Stackel, vice-president of the 
Security Trust Company. Other new 
officers include J. W. Remington, vice- 
president; Earl J. Foster, secretary; R. 
E. Towey, treasurer; F, H. McChesney 
and Mr. Stackel, members of the exec- 





| Busy Time for Des Moines Leaders | 








M. C. NELSON 


Among the leaders in Des Moines 
who are spending much of their time 
these days preparing for the convention 
in their city of the National Association 
of Life Underwriters are M. C. Nelson, 
agency manager of the Equitable Life 


W. W. JAEGER 


of New York, who is general chairman 
of the executive committee, and W. W. 
Jaeger, vice-president and agency man- 
ager of the Bankers Life of Des Moines, 
who is chairman of the advisory com- 
mittee. 








Agenda for Conference of 
Canadian Superintendents 


The advance program for the annual 
conference of the Association of Super- 
intendents of Insurance of Canada, to 
be held at the Fort Garry hotel, Winni- 
peg, Sept. 3-6, has been announced. 
There will be committee reports on life, 
fire and automobile insurance and on 
definition and interpretation of under- 
writing powers of fire, marine and cas- 
ualty underwriters. Superintendent Du- 
gal of Quebec will report on credit and 
free insurance evils. In addition, there 
is in preparation a report on accident 
and health insurance. Secretary Foster 
of Ontario states it is expected that 
Commissioner Sullivan of Washington, 
newly elected president of the National 
Convention of Insurance Commission- 
ers, will be present. Charles Heath, su- 
perintendent of insurance in Winnipeg, 
is the host superintendent. 








Opens Office at Hope, Ark. 


HOPE, ARK., Aug. 22.—A_ branch 
office of the Great Southern Life has 
been opened in the First National Bank 
building with Wayne H. England as 
assistant supervisor. He recently re- 
turned to Hope fromi the district office 
in Texarkana. 





Public National Office Is 
Located in Little Rock 


LITTLE ROCK, ARK., Aug. 22.— 
The home office of the Public National 
Life has been moved here from Joplin, 
Mo., with offices in the National Stand- 
ard building. The Public National Life 
of Little Rock and the Public National 
Life of Joplin were consolidated July 
30. The following officers were elected: 
G. W. Moore, Joplin, chairman of the 
board; H. Rose, president; C. E. 
Hastings, vice-president and _ general 
counsel; T. P. Beasley, secretary-treas- 
urer and general manager; G. O. John- 
son, assistant secretary and manager of 
agencies; Dr. C. M. Balsley, medical 
director; O. L. Burger, manager mort- 
gage loan department, and Ora W. 
Everett, assistant manager. 





Doud to Have Four Counties 


Joseph Doud, who has become gen- 
eral agent of the Bankers Life of Ne- 
braska with headquarters at Boone, Ia., 
will have four central Iowa counties. 
Mr. Doud was born in Stuart, Ia. He 
taught school and farmed for a number 
of years before becoming interested in 
life insurance. He has sold his agency 
and is now giving all his time to the 
Bankers Life. 








Reports for First Six Months 











utive committee. 


(From Georgia Insurance Department Records) 


Company Capital Assets Surplust Income Disbur 
American National, Tex. 2,000,000 54,793,004 8,954,637 —«-7,838,086 6,133,564 
Greait Tite, O.......,.;. 100,0 LS 5 am sea 1755 80,651 
Equitable Life, N. Y..... ...... ,722,018,889 79,556,031 200,041,418 134,425,343 
Wederal Life ............ 375,000 ° 14,747,430 168,28 2,292,529 231681369 
Guardian, N. Y. ........ 200,000 107,011,023 ......... 12,361,207 9,039,496 
(TECET > SRA Saat aE ae 350,000 2,664,923 70,683 1,058,673 872,422 
EN ORE 10m 709,919,254 47,946,448  92'300:420 67,782'317 
Interstate Life & Acci... 300,000 2,654,191 152,326 1,035,116 1,007,916 

ife & Cas. Tenn. ...... 600,000 14,856,629 700,000 3,481,200 2,797,302 
Liberty National ....... 209,145 2.745,392 165,478 800,470 2 
Maryland Life ........! 100,00 5,162,419 309,522 328/216 SP ase 
Mass. Protective ........ 300,000 4,811,164 774,705 552,822 314,392 
Mtual 00S ON. Y,...:. seek hk at eee 126,026,954 88,970,437 
National’ Life, ‘Vt..../...2 “2347. 158,813,726 8,428,785 18,639,562  12'311,096 
New England Mutual.... ...... 327,206,423 22,268,215 42,947,159 24 
OW BOC SMBs nosis Ks. sommte SASL, 618055 + > sah... * 204;803/853 136'382/310 
Old Republic Credit. :::: 200,0 srous0  “* .... "084 94/942 
Pacific Mutual ......... 5,082,000 210,323,668 3,195,400 19,156,152 13,678,522 
Pan American .......... 1,000,000 29,279,420 1,316,389 3,223,761 2,802,628 
Paul Revere Life........ 400,000 1,198,598 187,805 469,033 
Security L. & T., N.C... 384/000 3'726'341 62/850 492°684 i3e'ees 
Geo. Washington ....... 250,000 4,689,099 183,358 368,095 449,083 


*Net from reserve, $1,653,800,000; all other reserves, $523,620,174. 
TNot given unless segregated. 


|| Frisbie, Wright Speak at 
Des Moines Convention 








Charles J. Frisbie, New England M,. 
tual Life, Seattle, and Harry T. Wright 
leading producer of the Equitable Life 
of New York in Chicago, two promi. 
nent leaders in the field of life insyy. 
ance selling, have been added to the 
list of speakers for the annual convep. 
tion of the National Association of Life 
Underwriters in Des Moines next 
month, A. E. Patterson of Chicago, na. 
tional program chairman, is rapidly 
completing the details of this year’s pro. 
gram and expects to make the final and 
complete announcement on the program 
at an early date. 

Mr. Frisbie, who will speak on “Life 
Underwriting as a Career,” entered the 
life insurance business with the New 
England Mutual in 1922. He rapidly 
rose to become one of the leading pro. 
ducers in the Seattle agency and in 
1929 was producing in excess of $500- 
000 annually. His consistent produc- 
tion the past ten years averages more 
than $350,000 annually. He was a 
speaker at the 1932 convention in San 
Francisco. 

Mr. Wright will address the conven- 
tion as a representative of the Million 
Dollar Round Table, speaking on 
“What It Takes to Become a Million 
Dollar Producer.” Mr. Wright joined 
the Equitable in 1907. After three years 
in) the cashier’s office he felt a calling 
to “try out the business.” His record 
in the field has been phenomenal. For 
the past 12 years he has been a men- 
ber of the Equitable Million Dollar 
Club and his average annual production 
has been about $1,285,000. In his best 
year he paid for $1,800,000. His huge 
annual volume of new business is not 
made up of large cases alone. His av- 
erage number of cases yearly the past 
12 years has been 120 and he has led 
the Chicago force of the Equitable a 
number of times in paid cases. 

He is a past secretary, treasurer and 
director of the Chicago Association of 
Life Underwriters and in 1930 served as 
president. He has served on various 
committees of the Chicago and National 
associations and is a member of the 
executive committee of the Million Dol- 
lar Round Table. 


Seven Months About Level 


Sales of ordinary insurance were al- 
most exactly the same for the first seven 
months of the year as for the same pe- 
riod last year, the Life Insurance Sales 
Research Bureau reports. Sales for July 
were 3 percent off from July, 1934. The 
west north central, west south central, 
mountain, and Pacific sections exceeded 
their figure for July of last year. 


Kitrell Conviction Upheld 


DENVER, Aug. 22.—The United 
States circuit court of appeals has up- 
held the conviction of J. D. Kitrell, 
former head of the defunct Paramount 
Life, on a charge of evading income tax. 
The circuit court upheld the lower 
court’s decision on one count of the 
original indictment, but reversed the de- 
cision on a second count, The sentence 
now imposed is a fine of $2,500 and 4 
term of four years in prison. He 3s 
still under indictment on a charge ° 
using the mails to defraud in connec 
tion with his stock-selling operations. 


New Mortgage Moratorium 


MADISON, WIS., Aug. 22—Gover- 
nor La Follette has signed the new 
mortgage moratorium and mediation 
measure, designed to provide gy 
rary relief to hundreds of farmers am 
home owners. The basic principle © 
the act is that there be mediation i 
all pending foreclosure actions on app! 
cation by the parties involved, if the 
court feels mediation is justified. There 
is no compulsory mediation as propose 
in previous bills, the jury trial feature 





was eliminated, and there is no state 
agency setup. 
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Advertising Men 
Outline Program 


New Features Will Be Introduced 
at the Meeting This 
Year 


COL. DUNHAM WILL SPEAK 


‘Topic Tables” Will Be Inaugurated 
With Organized Groups to Discuss 
Various Subjects 


The program for the annual three-day 
convention of the Insurance Advertising 
Conference will meet the needs of mem- 
bers in all branches of the insurance 
business and allied lines according to 
A. W. Nelson, general program chair- 
man, The meeting will be held at the 
Westchester Country Club at Rye, 
N. Y., Sept. 16-18. 

On Sunday, the 15th, the first event 
will be supper at the Beach Club, on 
Long Island Sound. A meeting of the 
executive committee also will be held 
that evening. 


First Business Session 


On Monday morning will be held a 
business session open to all members, 
at which reports of committees will be 
heard and nominations made from the 
floor. This will be followed by separate 
group sessions, with the life session in 
charge of A. H. Reddall, Equitable Life, 
N. Y., the fire and casualty session pre- 
sided over by W. L. Lewis, Agricultural, 
and the Class B session in charge 
of Thomas L, Kane, president of the 
“Spectator.” 


Col. Dunham to Speak 


At dinner, Col. H. P. Dunham, for 12 
years insurance commissioner of Con- 
necticut and now vice president of the 
American Surety and the New York 
Casualty, will speak on the “The Insur- 
ance Company, the State and the Peo- 
ple.” His address will be followed by 
moving pictures furnished by the Aetna 
Casualty & Surety, the Metropolitan 
Life, National Bureau of Casualty & 
Surety Underwriters, the National Board 
of Fire Underwriters. 

On Tuesday morning, in a business 
session open to all members, the annual 
election will be the principal order, to 
be followed by group sessions at which 
alternate leaders will preside. Stuart 
Benedict. Metropolitan Life, will preside 
at the life group, and R. H. Monaghan 
of the National Bureau of Casualty & 
Surety Underwriters at the fire and 
casualty group. 


New Wrinkle on Program 


At luncheon, there will be inaugurated 
a new feature, this comprising “Topic 
Tuite, with organized groups arranged 
lor the discussion of national advertis- 
ing, newspapers, the insurance press, ad- 
Thien printing, house organs, etc. 
= will be continued into the after- 
car, On Tuesday evening the presi- 
pe sseception will be held, followed by 
an Inner and program of entertain- 
tis arranged by Frank Ennis, adver- 
ing manager of the America Fore. 
Bia Wednesday morning. at the busi- 
end oe open to all members, re- 
= —_ be heard from the leaders of 
pd Tlous groups, followed by outside 
vention selected subjects. The con- 
€ntion will close with luncheon. 
thi Pract of the Insurance Adver- 
ah, onference are: President, C. A. 
Artie’ prongs America; vice president, 
Pell Fisk, Prudential; secretary- 
fe Ne H. Reddall, Equitable 
, N. embers of the executive 


A. 
cms 'g 
ommittee are H. H. Putnam, John Han- 





cock Mutual Life, Stuart Benedict, Met- 


ropolitan Life, Ray C. Dreher, Boston, 
S. F. Withe, Aetna Casualty & Surety. 


Provident L. & A. Appointments 


The Provident Life & Accident has 
appointed <Armil Tayler as _ general 
agent in Clarksville, Ark. He is state 
senator and operates an_ insurance 
agency. J. H. Corey has been appointed 
general agent at Greenville, N. C. He 
was formerly connected with the Pro- 
tective Life. D. Loy has been 
named general agent at Fort Smith, 
Ark. He is a lawyer and has been con- 
nected with the Union Life of Arkansas. 


Pyramid’s Life Anniversary 

LITTLE ROCK, ARK., Aug. 22— 
The Pyramid Life, Herbert L. Thomas, 
president, celebrated its tenth anni- 
versary Aug. 18. Mr. Thomas states 
that it has more than 4,000 policyhold- 
ers in Arkansas, Texas and Oklahoma. 
The assets are $1,107,974. 


New Job in Coast Department 


H. B. Haas, attorney and draftsman 


of the California code commission, has 
been appointed “administrative adviser 
of the division of insurance” in Cali- 
fornia. 
tion. 


This is a newly created posi- 
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Old Line Life 





Founder Dies 





Rupert F. Fry, 64, chairman of the 
board of directors of Old Line Life of 
America and founder of the company 25 
years ago, died at his home in Elm 
Grove, Wis., near Milwaukee. Mr. Fry 
had retired as president of the company 
in February, 1934, on the advice of 
doctors and had been seriously ill of a 
heart ailment for the last year. His 
last appearance in public was made at 
the silver jubilee banquet of the Old Line 
Life last month. Because his condi- 
tion had been critical and he had not 
been downtown for five months, his 
appearance and stirring address at the 
banquet came as a complete surprise 
to the high officers of the company as 
well as to the assembled agents and 
office workers. At the business meet- 
ing of the anniversary convention the 
day before the banquet, the agents had 
adopted a resolution of appreciation, 
signed by everyone present, and had 
sent this together with flowers to Mr. 
Fry’s home. 

Born at Lowell, Ind., June 8, 1871, 
Mr. Fry went to Milwaukee as a boy 
of 12 with his parents, when his father, 


Urias J. Fry, became superintendent of 
telegrams for the Chicago, Milwaukee 


FIRST HALF OF 1935 


Our Insurance in Force increased over a million and a half. 


§ A Liberal General Agency Contract— 
§ A Financing Plan for the Agency— 

§ A Plan for Financing your men— 

§ Unique Sales Helpsp— 


§ A Policy for every purpose— 
juvenile, women, group, wholesale, etc. 


§ A tested Organized Selling Plan 
§ A detailed plan for finding—training men 
§ A unique supervisory system 


§ Accounting methods for your office that tell you just 
where you're heading 


§ An understanding, cooperative, sympathetic Home Office 

§ An old, substantial, Mutual Company—over 50 years— 
Not too big to know you— 
Big enough to command respect anywhere 


Then ask for our FACTS booklet! 


Harold J. Cummings, Vice President 


THE MINNESOTA MUTUAL 
INSURANCE COMPANY 


Saint Paul, Minnesota 


National Life Underwriters Convention, Des Moines, lowa, September 16 to 21, 1935 





& St. Paul Co., there. He attended pub- 
lic “Schools and a business college in 
Milwaukee. As a small boy, Mr. Fry 
evinced a deep interest in telegraphy 
and took keen delight in receiving and 
sending messages with the same rapid- 
ity as experienced operators. Upon fin- 
ishing school he became a telegraph 
operator and followed this work in 
newspaper offices and on the Chicago 
Board of Trade. 

After applying for life insurance on 
his own life, Mr. Fry first became in- 
terested in life underwriting as a part- 
time agent. Shortly after he gave up 
telegraphy to devote all of his time to 
selling life insurance. After service in 
the Spanish-American War he resumed 
life underwriting in the south and re- 
turned to Milwaukee in 1908, writing 
insurance for various companies. He 
became an outstanding agent and made 
a record of writing $2,500,000 of busi- 
ness in eight months and nine days. 

Soon after he laid the foundation for 
the Old Line Life of America, capi- 
talized at $1,000,000. The company was 
licensed by the Wisconsin insurance de- 
partment to transact business beginning 
April 16, 1910, with a paid-in capital of 
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$548,000. Mr. Fry became president and 
served in that capacity until last year 
when the directors created the new post 
of chairman of the board and elected 
Mr. Fry to that office. John E. Reilly, 
who with Mr. Fry started the company 
and who had served as secretary and 
treasurer, succeeded him as president. 

The Life Presidents Association) was 
represented at the funeral by Isaac Mil- 
ler Hamilton, president Federal Life; 
Henry Abels, vice-president Franklin 
Life, and Mott A. Brooks, assistant sec- 
retary Life Presidents. 


Ohio State Life Changes 


The Ohio State Life has announced 
the merging of the Ray L. Palmer 
agency in Chicago with the Chicago- 
Kieffer agency, with General Agent P. 
J. Kieffer in charge, and offices at 166 
West Jackson boulevard. Mr. Palmer 
will continue with the company in a 
brokerage capacity at Kansas City, Mo. 
Mr. Barnes. also has announced the ap- 
pointment of M. J. Marasco as general 
agent in Erie, Pa. He recently resigned 
as associate manager at Erie of the 
Ohio National Life. 


Join Audit Bureau 


The Northwestern Mutual Life and 
the Provident Mutual Life have been 
elected to membership in the Audit Bu- 
reau of Circulations. Tue NaTIONAL 
UNDERWRITER is the only weekly insurance 
newspaper that is a member of the 
Audit Bureau. 


RECORDS 


Indianapolis Life—July new business 
28 percent ahead. 


Business Men’s Assurance—Paid for 
33/3 percent more business in August 
up to the 16th this year, than in the 
same period a year ago. 


Security Mutual Life, Nebraska— 
Agency production for July exceeded 
$488,000, the second highest July in 
the company’s history. 


Yeomen Mutual Life—Increase of 172 
percent in July new paid business. W. 
A. Hinshaw, Des Moines, led company 
in volume, writing $44,000 new busi- 
ness during the last 15 days of July. 


Equitable Life, Ia—New paid busi- 
ness in July totaled $5,899,239, a gain 
of 13.5 percent. Paid business for first 
seven months totaled $45,633,118, a gain 
of 23 percent. 


John W. Yates, Los Angeles, Massachu- 
setts Mutual Life—Headed group -1 of 
plus agencies of the company for the 
first six months of 1935. Volume for July 
Showed a gain of 20 percent, seven 
months, 18 percent. 


Wilmer M. Hammond, Los Angeles, 
Aetna Life—Increase of 33% per cent in 
paid business for the year to Aug. 1. 

Robert W. Earl, Oregon, Reliance Life 
—Gain of 70.8 percent insurance placed 
in force in July. 

Cc. J. Zimmerman, Connecticut Mutual 
Life—23 percent increase in July, mak- 
ing the 47th straight monthly gain. 

A. M. Embry, Kansas City, Mo., Equi- 
table Life of New York—More business 
written in first 18 days of August than 
in the whole month last year on three- 
fourths as many cases. Paid for twice 
as much as in the first 13 days a year 
ago. 

Gordon H. Campbell, Little Rock, 
Aetna Life—A ten-day campaign con- 
cluded in honor of Mr. Campbell’s birth- 
day netted 152 applications for $510,059. 

G. W. Schoeffer, Portland, Oregon Mu- 
tual Life—Increase 211 percent in vol- 
ume of life and annuities in July. Con- 
sistent gain shown in all but one month 
this year. in spite of two major labor 
strikes. Gain for seven months 75 per- 
ment. 

H. J. Crain, Atlanta, Penn Mutual— 
July business largest in history of 
agency. Total paid for in July was 
0896,700, putting the Crain agency No. 1 
in the south, and tenth among all the 
Penn Mutual agencies in the United 
State's. 

G. A. Helland, San Antonio, Tex., gen- 
eral agent, Connecticut Mutual Life, won 
the cup for paid business in the South- 
west division, which includes Missouri, 
Kansas, Colorado, Oklahoma and Texas. 














Layman Gives His Views 
on Life Insurance Work 





John Temple Graves, II:, well known 
writer in the south, gave a talk the 
other day over station WAPI in Bir- 
mingham in which he presented a few 
thoughts on life insurance from the 
standpoint of a layman. He took the po- 
sition that life insurance is much more 
than a business. He does not think 
that life insurance should be put in that 
category even though there is selling, 
investing, advertising, organizing and 
bookkeeping in connection with it. He 
declared that life insurance is a com- 
bination of a business and a profession. 


Want Something Secure 


Mr. Graves said, “The desire of hu- 
man beings for security while they live 
and for the welfare of their loved ones 
after they are gone is too precious, too 
basic, and by these tokens, too sacred 
a thing to be served in a spirit of mere 
profit on investment or confined to the 
assets and liabilities of a balance sheet 
alone.” 

Life insurance, he said, is touched 
with an enormous public interest. 
Agents often regard it, he said, as a 
sort of religion. He called attention to 
the fact that the federal government is 
stepping in, seeking to provide for some 
a measure of what the life insurance 
people provide for those who are for- 
tunate enough or wise enough to own 
policies. For those who are able and 
willing to undertake it, life insurance, 
he said, will always provide far better 
security, an infinitely more stable and 
sure provision against age and misfor- 
tune and death, than the government 
can provide in its efforts to give social 
security. 

Mr. Graves said that as practical men, 
life salesmen are obliged to consider 





their calling a business, but even at 
that it is an operation that fits so beau- 
tifully with the businesses of all the 
rest. He said in closing: 

“When one of the great national 
companies advertises how to preserve 
your health and prolong your life, you 
can be so sure there’s no hocum about 
that it’s not any patent medicine selling 
scheme. The great company really does 
want to preserve your health, and pro- 
long your life. It has an obvious busi- 
ness interest involved in accomplishing 
those things, but that doesn’t make it 
any the less pleasing to have so power- 
ful and authoritative an organization 
solicitous of your physical well-being. 

Insurance Wisest Investment 

“The life insurance people have a di- 
rect profit out of keeping everybody 
healthy and wealthy and wise. When 
an undertaker wishes me health I sus- 
pect him. When a pawnbroker wishes 
wealth, I know better. When a bucket- 
shop operator wishes me wisdom, 
smile, But when an insurance man says 
he hopes I’ll be healthy and wealthy 
and wise, I know that he means what he 
says. It’s common sense. He has an 
enlightened self-interest in the matter. 
He wants me to be healthy because the 
longer I live the more premiums he col- 
lects on my policy. He wants me to be 
wealthy because my prosperity will 
contribute to business stability and to 
the buying power upon which his sales 
and investments depend. And he wants 
me to be wise because he knows that 
if I am really and truly wise I will buy 
life insurance, the wisest investment on 
earth.” 

The talk was sponsored by the Pro- 
tective Life of Birmingham to further 
interest in life insurance. 








Company Is Not Liable for 
Part-Time Agent’s Accident 





Part-time life insurance agents are 
not “servants” of the company so as to 
make the company responsible for their 
automobile accidents, according to the 
Nebraska supreme court in Neece vs. 
Lee. Harry J.ee, agent of the New 
York Life, drove a Ford into the 
automobile in which Ethel Neece was 
riding. She brought suit against Lee 
and the New York Life, and got judg- 
ment against both. 

Lee was an inspector for the regional 
agricultural credit corporation and his 
agency contract with the New York 
Life provided that he should devote to 
the life business “such portions of his 
time as he can spare from his other 
occupation.” He testified that he spent 
a very small part of his time soliciting 
insurance and that he had not written 
any business for the New York Life for 
four or five months previous to the ac- 
cident. On the day of the accident 
he drove his Buick to Alma and there 
borrowed a Ford and drove to a farm 
where he made an inspection. When he 
left this farm he drove to Republic 
City and called at the office of Dr. 
Talcott to inquire about the physical 
examination of two applicants for in- 
surance, whose applications he had 
taken some months previously. There 
was a dispute as to whether Lee ac- 
tually saw Dr. Talcott on that day. The 
accident took place while Lee was driv- 
ing from Republic City to Alma. 

The Nebraska supreme court reversed 
the judgment against the New York 
Life. It also reversed the judgment 
against Lee on @ technicality about 
summons. 


Burglars broke into the office of 
Robert L. Hesse, general agent at Madi- 
son, Wis., of the Lincoln National Life, 
= aeeree a small amount in cash and 
checks. 





Programming and Estates 
Discussed in Recent Book 





Planned distribution of estates, which 
came up for considerable discussion be- 
fore the National Association of Life 
Underwriters in Milwaukee, is discussed 
in a clean cut, concise manner in “Sensi- 
ble Programming,” a book written by 
Leonard A. Timmerman, which is pub- 
lished by THE NATIONAL UNDERWRITER. 
Mr. Timmerman is in charge of the 
settlement option division of the North- 
western Mutual. 


Fertile Field Opened 


The book presents for the first time 
in book form an adequate treatment for 
the younger agent, who has had some 
background in the fundamentals and is 
now ready to look at life insurance on a 
truly professional basis, of the fertile 
field of planned estates and package 
sales, 

“Sensible Programming” deals with 
the service approach, the audit, its de- 
livery and explanation, and other points 
that the underwriter should know to in- 
telligently present life insurance on the 
basis of definite needs. It offers actual 
sales material found effective in selling 
life insurance to solve the problems that 
arise in a careful analysis of the differ- 
ent needs. 

The four basic optional modes of 
settlement are presented together with 
detailed illustrations of the uses of each. 
The latter chapters treat subjects such 
as “Limitation in Company Practice,” 
“Dealing with Minor Payees,” “Taxa- 
tion” and other important programming 
angles. The books tell how to meet 
the needs of the small as well as the 
large estate and will be found helpful 
in the understanding of an approach 
which is being used today by success- 
ful underwriters. 

The book is obtainable, on approval, 








C. C. Klocksin Is Advanced | 
by Northwestern Mutual 








CLARENCE C. KLOCKSIN 


Clarence C. Klocksin has been ap- 
pointed legislative counsel of the North. 
western Mutual Life, of which he has 
been assistant legislative counsel since 
1930. Mr. Klocksin joined the company 
nearly 30 years ago, starting as a clerk 
in the actuary’s department in 1906, and 
transferring to the law department as 
assistant to the late Henry F. Tyrrell 
in 1922. His appointment as assistant 
legislative counsel followed eight years 
later. 

Born in Milwaukee, Mr. Klocksin 
completed his education there and later 
graduated from the law school of Mar- 
quette University. He is a member of 
the Milwaukee, Wisconsin and Amer- 
ican Bar Associations. 


Becomes Well Known 


Through his legislative work in vati- 
ous states and at the national capital 
in Washington, Mr. Klocksin has be: 
come well known to insurance men and 
state insurance commissioners through- 
out the country. When the Pamunkey 
Tribe of Real Indians met at Seattle 
recently during the annual meeting ot 
the National Convention of Insurance 
Commissioners, Mr. Klocksin was 
elected scribe, which office had been 
held by the late Mr. Tyrrell since for 
mation of the organization until his 
death earlier this year. ; 

Carrying on another well known ¢t- 
fort of Mr. Tyrrell, the annual! life i 
surance trade review, Mr. Klocksin 
wrote the review of the insurance yea 
of 1934 which was published in Jat 
uary of this year by THE NATIONAL 
Unperwriter. This effort was widely ac 
knowledged for its penetrating and coml- 
plete analysis of life insurance events 
of the past year. 

Ware Appointed Assistant 


Succeeding Mr. Klocksin as assistant 
legislative counsel, the Northwestert 
Mutual has appointed O. R. Wate 
a member of the legal department since 
January, 1934. He is a native of Chill 
cothe, Mo., where he attended schoo 
and college. After war service he had 
wide business experience in Kamsa 
City, Mo., and in 1927 became ass 
ciated with the Farmers & Bankers 
Life of Wichita, Kan. 


Day Is Denver Speaker 


C. C. Day, Oklahoma City genet! 
agent of the Pacific Mutual, spoke be- 
fore the regular weekly luncheon meet 
ing of Denver general agents on 
Philosophy cf Living.” 








from THe Nationa Unperweiter, $ 
East Fourth street, Cincinnati, and 4 
be purchased for $2. 
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Salary Plan Suggested 


Chicago General Agent Recommends Use of Weekly 
Pay Check to Protect the Business From Hangers-on 





— 


Charles S. Geary, general agent in 
Chicago for the Mutual Trust Life, in 
the following interesting communication 
suggests that a partial salaried basis of 
compensating agents be instituted as a 
means of keeping out of the business 
the unqualified. 

“For many years general agents and 
managers have been trying to increase 
man power to satisfy the home office 
with the growth of agencies, as well 
as build future income for themselves. 
In doing this, however, many general 
agents have found it necessary to hand 
aratebook and applications to practically 
everyone who might have a few friends 
or relatives they could induce to buy a 
policy. During good times, a certain 
small percentages of these agents who 
were started into this great business, 
managed to swim; while thousands of 
others sunk, or hung on as part-timers. 
This has resulted in people having 
bought the wrong kind of contracts 
and not sold on the contract. Many 
people today will refuse a request for an 
interview from any life insurance man 
sending in his card, because he is so 
disgusted with the fact that every one 
of his friends who has been out of work 
seems to have gone into the business 
during the past three years and has been 
pestering him to buy a policy. 


What Can Be Done About It 


“If any other line of business tried 
to operate with the agency system used 
by most of our life companies today, it 
is more than probable that it would 
fail within a short time. Some com- 
panies have made progress by discon- 
tnuing general agents, and appointing 
salaried men as managers to run their 
agencies. This system seems to work 
much better, due to the fact that the 
salared men are forced to follow advice 
and constructive help given by their 
home office. However, the salaried 
manager still has the big problem of 
getting the right kind of man power. 
I have observed in a number of agencies 
of large companies that out of 40 or 50 
contracted agents, a scant half-dozen or 
dozen at the most are making a decent 
living. The rest are simply hanging on 
with the hope that they may stumble 
into a case some time in the future that 
wil compensate them for their time. 
Their manager no doubt is keeping them 
lor the same reason; yet this group of 
non-producers are the very group who 
ire pestering prospects daily with, ‘Why 
ont you give me a policy?,’ or ‘Why 
don’t you buy some insurance, because 
surance is a good thing to own?’ or 
some such uninteresting appeal. Many 
eel there is nothing that can be done 
about it, but that is where they are 
badly mistaken. 


Suggests Revolving Fund 


Let us assume that one of our large 
companies decided to use its adver- 
mut appropriation for two years, also 
Pry it wouuld save on conventions, 
hi aig a revolving fund to attract 
. -caliber men. Instead of giving the 
pos 50 percent contract and nine re- 
Pp of five percent, give him a salary 
i age: and 25 percent first year 
ey a plus renewals, with the op- 
* Po going off this basis to the regu- 
commen contract as soon as his 
an gs would warrant it. The man- 
f would then eliminate all part time 
not won, Productive agents who were 
a — an investment of this amount, 
maa ace part of these agents with 
with men of good background and 
a Some direct selling experience. 
coer men could then be put in school 
; peo or three weeks, if necessary, and 
Ke: aught how to prospect, how to pre- 

"3 the contract, and how to close. 
“IS group of salaried men could be 








made to attend every agency meeting 
as well as carry out instructions given 
by the manager. They could be made 
to furnish at least ten names, addresses 
and telephone numbers of ten people 
they expected to see during the day. 
“The manager could write a letter the 
following day, thanking the prospect for 
the time given his agent, or telephone 
one or two of these people some time 
during the day and inquire if the agent 
had been there. The agent, knowing 
the manager has this means of checking 
up, naturally would be on his guard and 
make every attempt possible to see the 
prospects on his list for that day. The 
agent could call on a prospect and hon- 
estly inform him that he had called to 
render a service and that the prospect 
need not feel obligated for taking up 
his time, because the company he repre- 
sents pays him a salary to explain this 
service to prospects who might some 
time in the future need it. I might say 
right here, that I believe that the rea- 
son so many prospects refuse to make 
an appointment with a life insurance 
agent is because they know that the 
agent works on straight commission and 
they feel that he is going to try to high- 
pressure them into buying immediately. 
Could Establish a Clearing House 


“No doubt the manager working this 
system would make a mistake once in a 
while in the selection of his men. That 
is to be expected; but a clearing house 
could be formed if this system were 
adopted by more companies, where 
agents’ names could be filed to prevent 
them from going from one company to 
another to exploit. 

“In the course of two years, the sav- 
ing the company would realize in the 
difference between 25 percent and 50 
percent on the first year commission 
would strengthen the revolving fund and 
make it permanent for the new men 
coming into the business. The agent 
doing well in the life insurance business 
would naturally not be interested in such 
an arrangement. The public would soon 
notice the difference in the caliber of 
agents calling on them. and naturally 
prefer to do business with the company 
exercising such a plan.” 


N. Y. Sets Membership Record 


NEW YORK, Aug. 22.—The New 
York City Life Underwriters Associa- 
tion’s membership has reached a new 
all-time high of 1,766, exceeding the 
previous record, made in 1928, of 1,720, 
President G. B. Dorr announces. Credit 
for this achievement is due equally to 
the retiring chairman of the member- 
ship committee, J. D. Bookstaver, gen- 
eral agent Travelers, and the present 
chairman, A. V. Youngman, production 
manager Mutual Benefit Life. G. E 
Anderson, John Hancock Mutual, was 
responsible for the addition of more 
than 100 new members from his com- 
pany. 


Effect of Rewriting 


Agencies in Chicago that attempted 
to rewrite business on their books, 
which was pretty well loaded with 
loans, find it has been difficult to get 
the agent back to straight soliciting. 
This is particularly true where the 
agents followed the line of least re- 
sistance and went after annuities. One 
of the difficulties confronting companies 
as far as their own business was con- 
cerned where loans were heavy was the 
probability of agents of other companies 
twisting the business. The bars were 
down for some very effective work in 
this direction. Some companies thought 
that unless they looked after their own 
business they would lose it. Hence 


some endeavored to conserve business 
A num- 


where there were heavy loans. 


ber of agents got a taste of blood in 
this direction and finding it rather easy 
to rewrite business used the same pro- 
cedure with policies that should not 
have been rewritten. However the re- 
writing era has pretty well passed. Even 
when it was at its height the manager 
usually passed on cases. At present in 
nearly all instances the manager is fur- 
nished with a list of policies where the 
loans are very heavy and no agent can 
make any proposal without the approval 
of the manager. Company officials 
themselves are in doubt as to just what 
is the wisest course to follow. Where 
the loans are heavy the equity is about 
all gone and in numerous cases adjust- 
ment undoubtedly is needed. 


Scans Pacific States Business 


Judge C. S. Younger, president of the 
Life Insurance Company of America, 
Columbus, O., is in Chicago looking 
over the business of the Chicago branch 





of the Pacific States Life, which his 
company recently took over. It includes 
the old Chicago National Life business 
and that written in Chicago by the Pa- 
cific States. He states that there is be- 
tween $3,500,000 and $4,000,000 of this 
business still in force. 


Report on Continental Life 

ST. LOUIS, Aug. 22.—In a report 
filed with the circuit court covering the 
operations of the Continental Life of 
St. Louis for July, Superintendent 
O’Malley, who has been in charge of the 
company’s affairs since May 25, 1934, 
revealed that the cash on hand in- 
creased from $536,015 at the beginning 
of the month to $555,211. 

During the month the cash receipts 
amounted to $149,246. The ordinary 
expenses, such as the payment of ma- 
ture claims, salaries, supplies, etc., 
acounted to only $103,497. 
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Vacation With Profit 


That’s what the 1935 Convention of the 
National Association of Life Under- 


week of September 16th, offers you. 


Combine the Education, Inspiration and 
Entertainment of the Convention 
program with a vacation trip to Iowa, the 
garden spot of the great Mississippi 


Plan Now to 


Be In Des Moines 
the week of Sept. 16th 


in Des Moines the 
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Farm Outlook Is Brighter 
Than for Several Years 





PROSPECT UNIFORMLY GOOD 
Life Companies Find Practically No 
Bad Spots Outside of Scattered 
Dust Areas 





NEW YORK, Aug. 22.—The farm 
outlook froni the life companies’ point 
of view is uniformly brighter than it 
has been in some years at this season. 
In other years this time of year has 
found some spots in the farm picture 
better and others worse than now, but 
this year is characterized by a good 
general level with practically no bad 
spots outside a relatively few scattered 
cases in the drought and dust areas. 

Life companies have suffered very lit- 
tle from drought and dust, for the com- 
panies in their farm mortgage invest- 
ment have pretty well steered clear of 
areas subject to drought and to wind 
erosion which results in dust storms. 


Farming Too Speculative 


In the areas where the principal 
hazard of dust exists farming is too 
speculative a venture to attract life 
company capital. A farmer may con- 
sider himself lucky if he gets one decent 
crop in three years or even in five years. 
Rainfall is light and success depends on 
getting the rain at the right time. 

Low prices for farm products have 
been a far more serious factor in the 
general farm situation than have either 
drought or dust. 

Opportunities to invest in sound new 
farm mortgages continue to be scant. 
It is estimated that about 56 percent of 
the farms in the United States are clear 
of any mortgages. , Their owners are at 
present reluctant to encumber their 
properties with any needless obligations 
when the farm produce market is as it 
is. Increased buying of farms, with the 
new owners paying part cash, would of 
course boom the farm mortgage busi- 
ness. 

Life companies are finding that 
money judiciously spent in rehabilitating 
foreclosed farms pays doubly, first in 
getting a better tenant or buyer, and 
second in increasing the selling price 
of the farm beyond the cost of the im- 
provements and repairs, 


United’s New Policy 


The United of Chicago has put out a 
new policy called the “superior disabil- 
ity policy.” The cost of the first pre- 
mium for the Class B risks is $11 and 
$6 quarterly thereafter for $500 prin- 
cipal sum, $50 disability benefits per 
month, $75 hospital confinement per 
month. It allows $12.50 medical attend- 
ance fee and $100 financial aid. Its sick- 
ness benefits are $50 for confining sick- 
ness for a month, $55 for hospital con- 
finement and $25 for non-confining sick- 
ness. There is no waiting period. For 
business, professional and office men the 
cost is $10 for first premiums and $5 
quarterly thereafter, 


Facility of Payment Decision 


The facility of payment clause of the 
industrial policy does not justify paying 
the proceeds to one whose relationship 
is as remote as being one where the 
husband of the beneficiary had a half 
brother who married a daughter of the 
insured. This was the decision of the 
New Jersey supreme court in Folta vs. 
Prudential. 

Mary Bonk got the money. There 
was nothing to show she had incurred 
expenses for the burial or any expense 
whatever except that she had paid the 
premiums. She had arranged for taking 
out the policy. She did not claim that 
the assured had asked her to take out 
the policies or pay the premiums. Hence 
she could not be considered a creditor. 
Judgment for the Prudential was re- 
versed. 








Insurance Proceeds Route 


What Would Happen if the Husband and Wife 
Were Killed Simultaneously in the Same Accident? 





The Travelers “Protection” prints an 
interesting comment on the question of 
what becomes of the proceeds of a life 
or accident policy where both husband 
and wife are killed in the same acci- 
dent. It says: 

“The common pleas court at Colum- 
bus, O., has been asked to decide 
whether a husband or a wife died first 
in an automobile accident, as the dis- 
tribution of proceeds of a $6,300 insur- 
ance policy hinges on the answer. 

“Both the husband and the wife were 
killed in the same accident. The policy: 
was on the life of the husband with 
the wife named as beneficiary, if living 
at the time of his death, otherwise the 
proceeds are to be paid to his estate. 


Both Estates Claim the Money 


“Tf the wife survived the husband, the 
insurance funds would be payable to 
her estate. If the husband outlived her, 
the proceeds would be payable to his 
estate. Both estates are claiming the 
money and the court is asked to decide 
which should get it. 

“The widespread use of the automo- 
bile has greatly increased the possibility 
of both husband and wife being killed 
in the same accident. This is a possi- 
bility that few men take into considera- 
tion when they buy either life or acci- 
dent insurance. They usually name the 
wife as beneficiary and let it go at that. 
But suppose there are no children, and 
suppose the wife does survive the hus- 
band for a few hours or days and then 
dies; what happens? 

“The proceeds of the insurance are 
paid to the named beneficiary as di- 
rected and immediately become a part 








of her estate. Perhaps the husband has 
an elderly mother partially dependent 
on him, or a brother, sister, nephew or 
niece whom he would like to help out. 
Will any of these benefit from his in- 
surance? Not if his wife survives him 
for as much as a few minutes. Under 
such circumstances the insurance pro- 
ceeds become a part of her estate and 
may go to her parents who do not need 
the money, or to a worthless brother-in- 
law whom the assured may have hated. 


Can Guard Against Contingency 


“There are a number of ways by 

which the assured can guard against 
this contingency. He can have the pro- 
ceeds of either his life and accident 
policies paid under trust agreements 
which provide a monthly income for his 
wife, or primary beneficiary, with the 
stipulation that in case of her death 
before such proceeds are exhausted, the 
remainder shall be paid to or divided 
among one or more contingent bene- 
ficiaries. 
- “In the case of accident insurance, he 
can arrange for a change of beneficiary 
form with a catastrophe clause, provid- 
ing that the proceeds will be paid to 
his wife if she outlives him for some 
such stipulated period as five, ten or 
twenty days, otherwise they should 
go to some named contingent bene- 
ficiary or beneficiaries or become a part 
of his estate. 

“Some of our agents have brought this 
fact to the attention of all their life and 
accident policyholders, utilizing the call 
to check up on their present insurance 
and to suggest increased insurance or 
additional policies for the wife.” 








Life Agent Overcomes Handicap 














Physical handicaps are no bar to the 
activity of R. P. Elliott, Equitable Life 
of New York agent at Rochester, Minn. 
Afflicted with arthritis when he was a 
youth, he was left disjointed. His spinal 
column, hip joints and upper leg bones 
are one solid bone in the shape of an 
inverted Y. Nowhere along that entire 
route is there a joint that even faintly 
suspects the possibility of articulation. 
The knees partially function. Mr. Elliott 
has been in this condition for 22 years. 
He must be either straight upon his 
feet or flat upon his back and the above 
ingenious apparatus shows how he gets 





around in his car and makes from four 
to fifteen life insurance calls in that way 
every day. 

When Mr. Elliott was recovering from 
the affliction which came upon him when 
he was 15 years old, he studied law. 
Most of the time during the five years 
he was suffering from arthritis he was in 
incessant pain. For 16 years he was 
assistant cashier of the Exchange State 
Bank of Grand Meadow, Minn. He has 
lived in Rochester, Minn., for the last 
five years. His activities are varied and 
he doesn’t let his affliction hinder him 
from carrying on. 


— 





Interesting Facts in Report 
of the Asia Life of China 


———_—_ 


CHINESE MORTALITY REDUCED 





Where Lives Are Carefully Selected, 
the Company Feels That It Can 
Safely Insure 





The Asia Life, which has its head 
office in Shanghai, China, maintains a 
New York office at 80 William street, 
although it is not licensed in this coun- 
try. Its annual statement shows insur- 
ance in force $56,683,892, assets $7,204,- 
796, capital $588,235, net surplus $371,- 
580. New business last year amounted 
to $12,540,537. It operates in China, 


the Phillipines, Indo-China, Malaya 
and the Netherlands Indies. Its oper- 
ating profit was $370,635. The officers 


in analyzing its statistics state that Chi- 
nese living on reasonable economic 
standards have natural resistance su- 
perior to that of occidental peoples. 


Facts Brought Out in Report 


Among other points Chairman C. V. 
Starr brings out some interesting facts 
as follows: r 

“The mortality experience was again 
favorable, being iust 60 percent of the 
expected mortality for standard Ameri- 
can lives. The average over 14 years ol 
the company’s existence has been 61 


percent. Oriental mortality has been 
the subject of considerable debate 
among actuaries in the West. Based 


upon statistics compiled many years ago 
and upon more recent calculations of 
mortality in Japan, the general conclu- 
sion has been that mortality in the Far 
East is considerably higher than in the 
United States or Europe. The 14 
years’ experience of the Asia Life in- 
dicates that, at least for properly se- 
lected lives in China, this is not true. 

“An analysis of our own mortality 
leads us to two conclusions. First, that 
the rapid progress of the last two or 
three decades in the improvement of liv- 
ing conditions, combating epidemics 
with modern medical science, educating 
the people on questions of hygiene and 
establishment of well-equipped hospitals 
staffed by qualified doctors and nurses 
is having a definite effect in reducing 
the death rate, at least in the larger 
cities where life insurance is usually 
sold 

Risks Are Satisfactory 


“Although we are unable to speak 
dogmatically regarding ultimate mortal- 
ity, our studies show that Chinese liv- 
ing on a reasonable economic standard 
and taking proper precaution against 
infection are satisfactory risks for life 
insurance end have a natural resistance 
which, in the case of some diseases, 15 
superior to that of occidental people. 
In the second place, the fact that the 
mortality experience of the Asia Life 1s 
more favorable than that of some other 
companies operating in China indicates 
the value of the unique medical and 1- 
spection system of the company which 
has been perfected over a period of 
years. While companies in the west 
are finding it necessary to increase pre- 
mium rates or decrease policyholders 
dividends, it is probable that improving 
mortality in the Far East will, as time 
goes on, tend to decrease the net cost 
of life insurance to residents in the 
Orient. 

Acquire Interest in U. S. Life 


“During the year cooperative agree 
ments or reinsurance treaties were ar- 
ranged by the Asia Life with the Na- 
tional Life of Manila, the United States 
Life of New York. A substantial share- 
holding interest in the United States 
Life has been acquird. ; 

“The year marked by the rapid 
growth of a number of local insurance 
companies in China and the Philippine 
Islands. The Asia Life has welcome 
this development as an indication oi a” 
awakening appreciation of! the benets 
of life insurance.” 
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Nebraska Insurance Director 
Post Filled, Says Governor 





TO REVEAL IDENTITY SEPT. 1. 





Cc. H. Jurgens Backed by Omaha In- 
surance Men—Moose Raises Siege 
on Department Office 





LINCOLN, NEB. Aug. 22.—In 
order to head off already-started move- 
ments of insurance men in support ot 
the candidacy of at least two men avail- 
able for the position of state insur- 
ance director, Governor Cochran, back 
home from a vacation in Colorado, an- 
nounced that the place was already 
filled, that the selection had been made 
shortly after Conn W. Moose had been 
relieved from service, but that business 
complications made it impossible for 
the new selection to take charge until 
Sept. 1. At that time his identity will 
be disclosed. A formidable array otf 
backing has already been secured by 
Omaha insurance men for Charles H. 
Jurgens, attorney and assistant super- 
intendent of the claims department ot 
the Mutual Benefit Health & Accident 
of that city: All the major companies 
had endorsed him, and a number of in- 
dividual agents had pledged support. 
John S. Logan, former attorney for the 
bureau and head of the blue sky depart- 
ment, holds the appointment as acting 
director, and will remain with the de- 
partment in his former capacities. Mr. 
Logan was the other man for whom 
support was forming. 

Mr. Moose has raised his siege of 
the office of director, which he main- 
tained by showing up for duty each day. 
After a week of this he quit, although 
he has not removed his private effects. 
The Omaha movement on behalf of 
Mr. Jurgens ig taken at the capitol to 
mean that Mr. Moose has abandoned 
his battle for reinstatement, although he 
announced he would be back in office 
by Oct. 1. 


Edwards Takes Issue with 
Policy Confiscation Ruling 





DENVER, Aug. 22.—“A life insur- 
ance policy may be considered to be a 
specific and peculiar form of property, 
but primarily it is a contract of indem- 
nity—not property,” says J. Stanley 
Edwards, general agent here of the 
Aetna Life and former president of the 
National Association of Life Under- 
writers, in commenting on a recent fed- 
eral court decision here that a man’s 
life insurance can be confiscated by the 
federal government to satisfy income 
taxes. 

“The court evidently based its opinion 
on the fact that the insurance is the 
property of the one who makes the ap- 
plication,” Mr. Edwards points out, “but 
in my opinion the wife and children of 
this man acquire title to the property 
element in life insurance at the time the 
contract is made, and they acquire no 
new property at the time the contract 
is paid. The conclusion drawn from 
this is that the insurance belongs to tlie 
beneficiaries as much as the applicant. 
Then there is another point, that of 
equity following expressed intention in 
contracts. A life insurance contract is 
intended for the benefit of its named 
beneficiary, not for the creditors of the 
purchaser. In addition, public policy 
favors contracts intended to aid and 
support the government’s _ structure, 
and a contract so patently in the public 
interest should not be sacrificed for a 
relative pittance to satisfy a creditor, in 
the absence of fraud, even though that 
creditor be the government itself.” 





The San Antonio agency of the Jeffer- 
Son Standard Life has six “App-a- 
eek” producers with records of over 
two years: R. J. Novak, with 184 weeks; 
A. G. Janszen, 142; J. H. Schnabel, 143: 





Makes Things Hum 














Ss. L. CARPENTER 


The new California insurance com- 
missioner, S. L. Carpenter, is doing 
some revamping and reinvigorating so 
far as his department is concerned. He 
made a very favorable impression at the 
annual meeting of the Insurance Com- 
missioners Convention and he is looked 
to as being one of the forthcoming 
leaders in that organization. 








Iowa Commissioner Warns 


of Post-Mortem Outfits 


Commissioner Ray Murphy of Iowa 
has issued a statement which has the 
endorsement of the attorney-general, 
atacking the post mortem assessment 
concerns. Such insurance, the state- 
ment declares, has been prohibited in 
Iowa since 1907 except by companies 
organized prior to that time and ex- 
cept by bona fide fraternal orders and 
those composed wholly of members of 
any one occupation or profession or re- 
ligion or employes of a single corpora- 
tion. 

Most of such concerns soliciting busi- 
ness through agents in Iowa do not 
come within any of the exceptions to 
the prohibition and in the opinion of the 
attorney-general and the insurance de- 
partment are doing an unlawful busi- 
ness. 

Many people purchasing such mem- 
bership get the impression that a fixed 
amount is paid on death. As a matter 
of fact, the certificates provide only for 
a maximum amount, the only obligation 
being to pay whatever might be ac- 
tually collected by an assessment, less 
the expense of collection. 

These organizations are not under su- 
pervision of the department nor of any 
department of the state. None of the 
safeguards of government supervision 
apply to these benevolent societics. 

The fact that some of these societies 
were incorporated under the laws of 
Iowa, as stated on the certificates in 
large type, is of no significance. They 
are organized under provisions of the 
code which have nothing to do with 
insurance. 

Mr. Murphy points out that there are 
actuarial reasons why the organizations 
so operating do not and cannot provide 
sound insurance. All members, regard- 
less of age, pay the same rate, no 
proper selection of risks is made and no 
medical examination required. The at- 
torney-general, he states, will within 
60 days move toward prosecution of 
those doing an unlawful insurance busi- 
ness in Iowa. This may apply to all 
officers and employes of such organiza- 
tions or to their agents. 





L. C. Mersfelder, Oklahoma eneral 
agent Kansas City Life, has been slested 





O. P. Schnabel, 138; W. J. Schnabel, 134, 
and W. P. Fogarty, 126. 








A FIELD MAN’S 
COMPANY 


Founded by a “Field Man," agency considera- 
tions have always been a motivating force in 
The Great-West Life Assurance Company. This 
appreciation of the problems of its field men, 
and the continual furnishing of new and ade- 
quate support to meet changing conditions, 
have built up a continent-wide sales organiza- 
tion with an outstanding record of progress. 
In the short period of 43 years since its incep- 
tion, The Great-West Life has achieved busi- 
ness-in-force of nearly $600,000,000, protecting 
250,000 policyholders. 


Life Underwriters’ Convention, Des Moines, Iowa. 
Week of September 16th. 


™GREAT-WEST LIFE 


ASSURANCE COMPANY 


HEAD OFFICE...WINNIPEG, CANADA 














president of the Oklahoma City Bowling 
Association. 





AMERICAN 
_ CENTRAL 
LIFE 


INSURANCE 
COMPANY 


ESTABLISHED 1899 


INDIANAPOLIS, INDIANA 








@ All modern forms of Life Insurance and An- 
nuity contracts are written, either on an annual 
or single premium basis. Annuities include Re- 
tirement Income, Elective (Deferred), Joint and 
Survivor, Refund, and Survivorship — one for 
any type of prospect, in short. 
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Throw the Gear in Reverse 


THE state insurance commissioners 
evidently have come to the conclusion 
that it is a mistake to add anything fur- 
ther to centralized control at Washing- 
ton. Some months ago many commis- 
sioners favored the Hobbs bill in Con- 
gress which barred the mails to insur- 
ance companies not regularly licensed 
in states where they were operating. 
That seemed a perfectly reasonable sort 
of regulation because a number of fly- 
by-night institutions were using the 
mails to solicit business all over the 
country. However, the Hobbs bill ran 
against a number of snags and a revised 
bill was introduced. 

Then came the plan of former Super- 
intendent Van Scuaick of New York 
to provide for an amendment to the fed-~ 
eral bankruptcy act in case an insur- 
ance cOmpany operating in more than 
one state failed. It would automatically 
provide for controlled receivership. This 
would tend to reduce the waste and ex- 
pense that are incurred under the pres- 
ent system. It would minimize delay 
and it would be of great benefit to pol- 
icyholders and claimants. 

However, the tide has turned and the 
commissioners take a different view. Evi- 
dently they are afraid of encroaching 
federal regulation. At the recent annual 


convention of the commissioners there 
was scarcely a voice raised in favor of 
any measures that gave Washington an 
entering wedge. Insurance Superintend- 
ent MARSHALL of Washington, who was 
an earnest advocate of the Hobbs bill, 
stated that he thought Congress would 
pass some sort of a measure and he 
recommended the revised Hobbs’ bill as 
desirable. However, almost all the 
other commissioners opposed this, even 
those from the more radical states. The 
advice given was “Let’s not run to Con- 
gress with our troubles.” 

The position of the commissioners is 
significant because most of these offi- 
cials belong to the party in power. 
Party considerations, however, are 
swept aside and a broader view is taken. 
The consensus was that the states act- 
ing with greater uniformity will be able 
to bring about the ends hoped to be 
accomplished through federal machin- 
ery. The extent to which the commis- 
sioners went is best indicated by the 
vote to eliminate from the report of the 
committee on unauthorized insurance, 
an expression of appreciation to Con- 
gressman Hoprss for his motive and the 
object that he had in view. The offi- 
cials, however, were even afraid to go 
that far. 


Saving Money with Cheap Help 


One of the arguments related by Com- 
MISSIONER MORTENSEN of WISCONSIN in 
his pro-state fund address during the recent 
convention of the NATIONAL CONVENTION 
oF INSURANCE COMMISSIONERS, was that 
many competent people are willing to work 
at a lower salary for the state than they 
are for private employers and accordingly 
the cost of state insurance can be made 
that much lower than that of private in- 
surance. 

Last week a report of the OuIo govern- 
ment survey on the monopolistic state 
workmen’s compensation fund was made 
public. Much emphasis was laid on the 


poor morale among employes and depart- 
ment heads in the service of the fund. One 
of the principal recommendations was that 
there be an increase in salaries up and 
down the line in an attempt to get a better 
staff. The Oxn1o government survey con- 
tends that many of the unsatisfactory condi- 
tions in the fund are due to inefficiency 
of the help, as well as to a staff of inade- 
quate size. 

Rather than saddling the employers of 
Ono with increased salary costs, we sug- 
gest that the Onto authorities obtain from 
Mr. Mortensen the secret of getting good 
work from cheap help. 


Spirit of Savings Growing 


THAT deposits in New York state sav- 
ings banks have reached $5,187,000,000, 
the highest figure since the banking 
holiday in 1933, is a good omen for life 
insurance sales. Not only does it mean 
that the people have money to buy 
when they choose to spend it, but it 
is regarded by savings bank men as 
indicating that the public is definitely 
sold on the value of saving. 

What the public fails to realize is 
that saving through life insurance is 
just as sound a way of saving as doing 


the job by means of a savings bank, 
after a reasonably sized savings account 
has been accumulated. The fact that 
saving through life insurance involves 
signing a contract and running the risk 
of possible loss through enforced early 
withdrawal has kept people from tak- 
ing advantage of the saving side of life 
insurance to the same extent that they 
have in the case of thrift accounts in 
banks. 

But the spirit of saving has evidently 
taken firm root in the public conscious- 





ness. Obviously a sales appeal directed 
at the prospect’s Scottish side will carry 


weight when he can be shown that for 


all its apparent complexity life insur- 
ance may be regarded as essentially a 
savings plan. 


Using Annuities As Prizes 


A PRACTICAL benefit of commercialism is 
illustrated in the offer of some business 
enterprises to purchase annuities. The 
latest concern to adopt this plan is the 
Procter & GAmBLE Co. of Cincinnati 
which for the best slogan of ten words 
or less describing the qualities of “Ca- 
may” soap offers three prizes, the first 
2n annuity yielding $1,000 annually for 
life, the second and third prizes for 
$500 and $100 a year for life. Last 
year the same sponsors offered an al- 


ternative between a large lump sum 
award and a guaranteed life annuity 
and the annuity was preferred. The 
Procter & GAMBLE Co. states that un- 
doubtedly the general public is becom- 
ing increasingly conscious of the ad- 
vantages of insuring adequate financial 
protection for a long term future. This 
is undoubtedly contributing to the fa- 
vorable sentiment of the public which 
is already annuity-conscious. The offer 
is attracting much attention. 








PERSONAL SIDE OF BUSINESS 





A. O. Eliason, home office manager 
of the Minnesota Mutual Life, who has 
been seriously ill for some months, is 
improving slowly at his home in St. 
Paul. Hugo B. Victor and N. F. Win- 
ter, associate managers, are carrying 
on vhe work of the Eliason agency, 
holding forth both in St. Paul and Min- 
nieapolis. 

Mrs. Minnie Klocksin, 79, life long 
resident of Milwaukee and mother of 
Clarence Klocksin, legislative counsel 
for the Northwestern Mutual Life, died 
at her home after an illness of two 
months. Mr. Klocksin, who had been 
in Washington, D. C., on legislative 
business, was called home when his 
mother’s. condition became worse just 
before her death. 


The Kentucky colonels go far afield. 
Governor Laffoon of that state is get- 
ting colonels on his staff from the most 
remote ramparts. One of the latest is 
Edmund F. Carey of Carey & Bass of 
Providence, R. L., general agents of the 
State Mutual Life. Mr. Carey is vice- 
president of the Rhode Island Life 
Underwriters Association. He is put in 
command of all the troops in the Provi- 
dence district. 

Alan C. Macauley of the John Han- 
cock Mutual Life general agency in Los 
Angeles spent a week in Detroit with 
his father, C. A. Macauley, general 
agent for the company there. On the 
return trip to the Pacific Coast. Mr. 
Macauley will visit his brother, W. T. 
Macauley, newly appointed general 
agent for the company in Portland, 
Ore. W. T. Macauley will visit his 
father in Detroit early in September. 


C. W. Rogers of Seattle, Washing- 
ton state manager of the Business 
Men’s Assurance, has been appointed 
secretary-treasurer of the National Ac- 
cident & Health Association by Dwight 
Mead, general agent of the Pacific Mu- 
tual Life, Seattle, who is president of 
the National association. 

Mr. Rogers is a former president of 
the Accident & Health Club of Seattle 
and has been active in organization 
work. He is a native of Kansas and 
his earlier preparation was for a teach- 
ing career. He was head of the de- 
partment of commerce and administra- 
tion of the Missouri State Teachers col- 
lege at Marysville when he decided to 





give his full time to insurance work, in 
which he had had some previous ex- 
perience as a part-timer. After a short 
time as general agent of another com- 
pany at Marysville, he joined the Busi- 
ness Men’s Assurance in 1927 as direc- 
tor of the field service department, in 
charge of its educational work. He 
went to Seattle as state manager Oct. 
1, 1928, and has shown notable results 
in developing that field. 


Merton I. Condon, Honolulu general 
agent of the Occidental Life and presi- 
dent of the General Agents & Managers 
Association of the Hawaiian Islands, at- 
tended the company’s convention at 
Los Angeles. 


J. M. Gantz, Cincinnati general agent 
Pacific Mutual Life, visited Los An- 
geles accompanied by Mrs. Gantz, for a 
social visit of a week or ten days with 
his many friends at the home office. 
Mr. Gantz, who has represented the 
Pacific Mutual at Cincinnati for 17 
years, reports that his agency experi- 
enced an increase of 51 percent in paid 
business for the first seven months. 


L. W. S. Chapman, consultant with 
the Life Insurance Sales Research Bu- 
reau of Hartford, was married to Miss 
Rosina Lillian Cartee, daughter of Mr. 
and Mrs. George F. Cartee of Des 
Moines, in the South Congregational 
Church in New Britain, Conn. The 
bride attended the University of Mor- 
tana and Drake and has been connected 
with the Bankers Life of Des Moines. 
Mr. Chapman attended Wesleyan and 
the University of Pennsylvania. He is 
a graduate of the Wharton School of 
Finance & Commerce. He is a son of 
Mr. and Mrs. W. E. Chapman of New 
Britain. The newly weds will reside in 
Hartford. 


Elmer Abbey, San Antonio, Tex.. 
general agent of the Aetna Life, and 
Mrs. Abbey announce the marriage of 
their daughter, Howard Louise, to C. 
N. Wideman of San. Antonio. 


R. C. Aunsbaugh, 69, formerly gen- 
eral agent for the Northwestern Mutual 
at Raleigh, N. C., died in that city and 
was buried in. Richmond, Va. Mr. 
Aunspaugh was previously with the 
Northwestern in Richmond as a mem- 
ber of the general agency of Aunspaugh, 
Nolley & Aunspaugh which represented 
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Virginia and North Carolina. In 
; he became general agent at Ra- 
sh with North Carolina as his terri- 
; his brother, Fred Aunspaugh, who 
also a member of the Richmond 
‘cy firm, becoming associated with 
,in Raleigh, while W. T. Nolley re- 
med in Richmond as general agent. 


wo prominent life insurance men 
been prominently mentioned for 
yor of Madison, N. J. They are W. 
Baker, former president of the Life 
ierwriters Association of Northern 
Jersey, who is with the Newark 
ce of the Mutual Life of New York, 
| Frank F. Gibney, secretary to Ed- 
'( D. Duffield, president of the Pru- 
tial. 

Lee J. Dougherty, president Guaranty 
e of Iowa, accompanied by Mrs. 
ugherty, visited Los Angeles on a 
¢¢ pleasure trip to southern Cali- 
ia They motored to San Diego to 
the California-Pacific International 
position. 

4t the 70th annual commencement 
rises Of Rider’s College of Trenton, 
honorary degree was conferred upon 
| K. Withers, insurance commis- 
mer of New Jersey. 


.B. Reynolds, president of the Kan- 
City Life, is in California with his 
mess horses, which he is racing in 
Pacific Coast circuit. Mrs. Reynolds 
with him. 


Dr. C. C. Criss, president of the Mu- 
| Benefit Health & Accident and 
hited Benefit Life of Omaha, was re- 
red Monday night as past the crisis 
his acute appendicitis attack and op- 
tion performed last Thursday night 
Northwestern Hospital, Minneapolis. 


Dr. Criss had gone to Minnesota on a 
fishing trip and was stricken suddenly. 
For several days his condition was re- 
garded as grave. At his bedside are 
Mrs. Criss and his brother Dr. N. L. 
Criss, medical director of the Mutual 
Benefit. 


W. M. Ruwart, who assumed control 
of the Pittsburgh agency of the Kan- 
sas City Life March 1, has a record so 
far of more than $100,000 of business 
every month. 

In anticipation of a visit from Vice- 
president J. F. Barr, the agency re- 
cently wrote $106,000 business in one 
week. There are 12 agents, and at a 
recent meeting each agent pledged Mr. 
Ruwart he would bring in one addi- 
tional agent, which would increase the 
man-power of the agency to 24. 


On the birthday anniversary, Aug. 15, 
of C. N. Sears, secretary of the Kansas 
City Life, his daughter, wife of Dr. Wil- 
liam Crevo, presented him with a grand- 
daughter. 


H. E. Wuertenbaecher of the St. 
Louis agency of the Penn Mutual Life 
has been presented with two trophies, 
one for exceeding his monthly produc- 
tion quota and second for leading the 
agency! in personal production in July. 
A member of the Million Dollar Round 
Table last year, he is running ahead of 
his 1934 record by a margin of $177,000 
for the first seven months. In July he 
produced $193,000 and in first seven 
months of this year $700,000 of new 
business, 

Dr. Lefferts Hutton, for the past 15 
years assistant medical director of the 
Mutual Life of New York, died at his 
home in Newark following a heart at- 
tack. He served in the Spanish-Amer- 
ican war and the world war. 











NEWS OF THE COMPANIES 





wrence J. Evans Advanced 





Promotion Advertising Man Made 
Assistant Director of Agencies by 
Northwestern Mutual 





Lawrence J. Evans has been named 
stant director of agencies by the 
othwestern Mutual Life. He has 



















. 












LAWRENCE J. EVANS 





1 connected with the sales promo- 
Nand advertising division of the 
‘ty department of the company as 
stant to W. R. Chapman. 

lr. Evans is a graduate of the school 
journalism of the University of 
"a, and served as business manager 
the “Daily Iowan” of Iowa City. 


'in New York City for the “Dry Goods 
Merchants Trade Journal.” 

In 1927, Mr. Evans entered the life 
insurance business at Davenport, Ia., 
and gained experience in life insurance 
selling, field supervision and home of- 
fice agency work. He was in charge 
of sales promotion and advertising for 
the Register Life of Davenport before 
going to Milwaukee to join North- 
western Mutual Life. 


Takes Over Union Mutual Benefit 


The Union Life of Chicago, an as- 
sessment company, has been organized 
to take over the Union Mutual Benefit 
of that city which is organized under 
the mutual benefit assessment act. The 
officers of the two companies are the 
same. J. J. Miller is president and T. 
H. Miller is secretary and treasurer. 
Attorney Frank McCarthy, who has 
been in the Illinois legislature, is made 
vice-president of the new company. A. 
J. Utter, certified public accountant, is 
one of the directors. 

Claims Being Paid 

In a letter to policyholders of the 
Detroit Life, Commissioner John C. 
Ketcham, receiver for the company, re- 
ported that during the receivership pe- 
riod all death claims, annuities and disa- 
bility benefits have been paid in ac- 
cordance with the terms of the policy 
contracts and endowments have been 
paid on the basis of 40 percent of the 
face amount and a participating certifi- 
cate for the balance. 





New Concerns Promoted 


The Forest City Underwriters of 
Rockford, Ill., has put forth two mutual 
benefit associations, the Avon Mutual 
Benefit and the Paramount Mutual Ben- 
efit. The Forest City Underwriters is a 
sort of holding company which has been 
cperating the Great Northern Estate 





lt he was advertising representative 





Corporation and the Fidelity Mutuai 














OUTSTANDING RELIABILITY 


The Institution of Life Insurance was founded on the 
principle that theirs is the administration of a public trust 
—that funds entrusted to them must be held inviolate. 


The Friendly Company is known throughout life in- . 
surance circles as a company of outstanding reliability—a 
company builded to administer faithfully the money en- 
trusted to her care—a company whose reserves prove her 
stability. Her record has earned the confidence of the in- 
suring public. 


Are you interested in a life insurance connection? 
Then you will find it pays to be friendly with the 


PEOPLES LIFE INSURANCE COMPANY 


“The Friendly Company” 


FRANKFORT INDIANA 











PROVIDENT 


LIFE AND ACCIDENT 
INSURANCE COMPANY 


CHATTANOOGA, TENNESSEE 


LIFE, ACCIDENT, HEALTH AND 
GROUP INSURANCE 


W. C. Cartinhour 


Robert J. Maclellan 
Vice-Pres. and Sec. 
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To prospects who demand 
guaranteed results, who wish 
to know the exact premiums 
for each year, the exact paid- 
up value of a policy at any 
date and its exact worth in 
cash or income at retirement 
age we offer the 


COMMONWEALTH 
COUPON POLICY 


This combines a well rounded 
insurance program in one pol- 
icy which fills the above re- 
quirements on the guaranteed 
dividend basis. 


In addition to the protection 
afforded the beneficiary it 
guarantees to the _ policy- 
holder the amount of every 
premium, guarantees the 
number of premiums to be 
paid and guarantees the age 
when the policy will mature 
and become payable. 


Commonwealth Life agents 
are enthusiastic in their 
praise of our COUPON 
POLICY — further evidence 
that this company, whose 
agents work under that un- 
usual and highly successful 
plan of Commonwealth Cor- 
dial Cooperation, leads in 
giving an agent every pos- 
sible help to insure perma- 
nent success—as well as in 
giving policyholders the very 
best in Life Insurance. 


Further information regard- 
ing this successful policy will 
be given gladly to any agent. 


I. Smith Homans, Vice-President 


COMMONWEALTH 
LIFE INSURANCE CO. 
LOUISVILLE. KY. 














Benefit, both doing a mutual benefit 
business. Frank W. Williams is presi- 
dent of the Forest City Underwriters. 





Sdinisters Fend Boosts Rates 


The Presbyterian Ministers Fund of 
Philadelphia has adopted a new scale 
of single premiums, paid up insurance 
and all annuity contracts. 

The Pennsylvania department has 
just released an examination report cov- 
ering the period from Nov. 31, 1930, 
to Dec. 31, 1934. Assets as shown by 
the examination were $23,485,428 and 
surplus $1,405,918. 





Drive for President Preston 


The George Washington Life is hold- 
ing a production drive in August in 
honor of President C. L. Preston, par- 
ticular stress being placed on Aug. 47, 
Mr. Preston’s birthday. Agents are 
trying to break all records on volume 
and in the number of new applications 
for the month. E. C, Milair, vice-presi- 
dent, is offering a silver loving cup to 
~ general agency having the best rec- 
ord. 





Group Business Increases 


ST. PAUL, Aug. 22.—The Minne- 
sota Mutual Life reports a sharp in- 
crease in its group business during the 
“depression years.” On July 31, the 





company had 239 cases for a total of 
$30,375,440 compared to 52 cases for 
$8,681,611 on Jan. 1, 1930. The first 
seven months this year there were 54 
cases written for a total of $4,143,517. 
Business in force this year has increased 
$2,000,000 against a loss last year. 





New South Carolina Company 


The Royal Reserve Life of Bamberg, 
S. C., has been organized with capital 
of $25,000. Harry M. Graham is presi- 
dent; 'N. F. Kirkland is vice- -president 
and treasurer and W. J. Riley is secre- 
tary and assistant treasurer. 


Pyramid Life 10 Years Old 


The Pyramid Life of Little Rock is 
celebrating its 10th anniversary. Ti: 
Thomas, president, in a statement called 
attention to the increase in assets dur- 
ing the depression years from $404,658 
in 1929 to $1,107,959 at present. The 
company has policyholders in Arkansas, 
Texas and Oklahoma. 








Sparver in San Francisco 


E. C. Sparver, vice-president of the 
Reliance Life in charge of agency pro- 
duction, visited San Francisco to con- 
fer with J. F. Johns, northern California 
manager. 


Insurance Commissioner MeKay Reed 
of Kentucky is on a New York visit. 
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CONVENTIONS 





Columbian National Meeting 


Leading Producers Gather at White 
Sulphur Springs for Three Day 
Sales Conference 








The leading producers of the Colum- 
bian National Life and their families 
held a three day conference at White 
Sulphur Springs, W. Va., culminating a 
successful production club year in which 
the company showed a 35 percent gain 
in paid business. Business meetings 
were held in the morning, the first two 
sessions being devoted to general edu- 
cation and new sales ideas and prac- 
tices. At the final session, for general 
agents, plans and suggestions for effec- 
tive agency building and helping new 
men to gain a firm foothold were dis- 
cussed. 

President Francis P, Sears opened the 
meeting and A. C. Newell, Atlanta gen- 
eral agent, responded to his greetings. 
Vice-president A. A. McFall presided. 
J. S. Braunig, St. Louis general agent 
for the Lincoln National Life, was 
guest speaker, giving two talks. 

A number of company officials, gen- 
eral agents and leading producers spoke. 
N. Hughes, vice-president, was on 
the program the first day, along with 
T. E. McCarthy, Chicago, president 
Star Producers Club; L. J. Rosenberg, 
South Bend, Ind., secretary of the club; 
: oe Robertson, Pittsburgh general 
agent, and J. E. Spiegel, Indianapolis 
general agent. 

The second session was opened by W. 
R. Beardslee, agency supervisor, who 
also presided at the general agents ses- 
sion. Charles Edwards. Kansas City, 
Mo., agent, talked on “A Plan for 
Young Men”; N. R. Kinney, home office 
supervisor of new business, offered a 
number of underwriting suggestions. B. 
E, Lukefahr, accident and health man- 
ager of the Dyer agency, St. Louis, 
spoke on “Increasing Your Income with 
Accident Sales.” General Agent H. A. 
Shearer of Boston described “A Popu- 
lar Policy,” and J. C. Lentz, supervisor 
Atkins agency, Durham, N. C., told how 
he secured “An Application Each Work- 
ing Day.” W. Scott Warrington, Bal- 
timore ere agent, spoke on “Better 


Sales”; L. L. Howard, advertising man- 
ager, “The Public Is a Parade”; W. 
Vogel, Newark general agent, “T he 





Business of Life Insurance,” and T. E 
Allen, home office superintendent of 


agencies in the middle west, “Juvenile 
Insurance.” P, E. Tumblety of the home 
office told of his 33 years with the Co- 
lumbian National. 

At the general agents meeting E. E. 
Lamb, Chicago; D. F. Nesbitt, Spring- 
field, Mass.; G. L. Dyer of St. Louis, 
and Thayer Quinby of Boston talked. 
Mr. Howard described the advertising 
material available. 

Afternoons at the gathering were de- 
voted to various forms of recreation and 
entertainment. The prize -winners at 
golf included H. S. Harmelin, New 
York; J. E. Miller, Kansas City, Mo.; 
J. E. Spiegel, Indianapolis; J. A. Rob- 
ertson, Pittsburgh; M. J. Brown, 
Waterloo, bas Bs; Ww. McIntire, Oak- 
land, Cal., and G. L. Dyer, jr., St. 
Louis. 

At the banquet President Sears spoke 
encouragingly of general conditions and 
pointed out the increasing opportunities 
for life agents. Novelty numbers and 
songs were presented by various agents. 


Occidental Life 


Los Angeles Company Arranged Diversi- 
fied Program for the Annual 
Agency Gathering 





Convention 








The Occidental Life of Los Angeles 
held its agency convention this week 
starting Monday. The chairman on 
Monday was R. F. Benjamin, super- 
visor of the group department, the talks 
being confined to group, wholesale and 
salary deduction. H. M. Leisure, past 
president of the Leaders Producers 
Club, was chairman Tuesday morning. 
R. J. Giles, vice-president and general 
manager, gave the address of welcome. 
V.ce-president V. H. Jenkins gave a 
talk. C. E. Cleeton, president Leading 
Producers Club, presided Tuesday 
afternoon. Among those who talked 
were Secretary H. J. Brace, Assistant 
Secretary C. H. Tookey, Assistant Sec- 
retary P, L. Davies and Vice-president 
and Actuary F. M. Hope. In the even- 
ing there was a general agents’ and 
managers’ clinic with C. S. Rathbone, 
agency secretary, presiding. Wednes- 
day morning Medical Director D. W. 
Steel, Chief Underwriter L. W. Dowling 
and F. B. Aldredge, superintendent of 
the accident department, spoke. Wedr 
nesday afternoon was spent at Univer- 
sal City and Thursday all went to the 
San Diego exposition. A banquet was 





—— 
held the evening of the last day wij 
Mr. Jenkins as toastmaster. The t, 
were made by President L. M. Gianniy; 
Vice-president R. J. Giles and Hon 
Office Representative | G. V. Shipley, 


B. M. A. Aiesite to Colorag, 


Twice as Many Qualify for This Ye, 








Gathering — Program Is 
Outlined 
KANSAS CITY, MO., Aug. » 
Fifty-five Business Men’s  Assuraneg 


agents qualified for the all-star anny 
convention at ‘Troutdale-in-the-Ping 
Col., Aug. 28-30. Including wives , 
husbands who qualified for both, a tot 
of 110 will attend in addition to exe 
utives and branch managers. This ; 
almost double the qualifications in 193 
and 1933. 

President W. T. Grant has left {i 
Colorado and J. C. Higdon, vice-pres 
dent in charge of sales, and M. C. Me 
Kay, assistant secretary, are in Denve 
to conduct a sectional meeting Avg 
23-24. Managers will meet at Denve 
Aug. 27 for an afternoon session. 

The theme of the convention 4 
Troutdale is “Not Tools—but the Use oj 
Tools—Make Masters.” The progran 
follows: 

Aug. 28—R. E. Sanders presiding: sing. 
ing, E, M. Peterson, Utah, leader; cal 
to order, Mr. Higdon; ‘Welcome to ft 
All-Star Meeting,” President Grant 
“You’re the Tops,” Mr. Higdon; “Timely 
Revision of Life Tools,’’ Ross E. Moyer, 
actuary; “Your Guarantee of a Biggs 
and Better A. & H. Future,” Mr. Granj 
(announcement of new policies, etc.). 

Ang. 29—Call to order, R. J. Costigan, 
Missouri manager and _ vice-president 
Grant Club; “Systematized Records Savd 
Time,’ N. B. Moates, Kentucky super 
visor; “Prospecting for Prospects,” L. 
Gilles, Kansas City supervisor; “Tools ] 
Use to Arouse Interest,” W. T. Johnson 
“Let the Prospects Buy’ 


Ohio leader; 
R. O. Blunk, Kansas leader; “Do Wé 
Practice or Merely Preach?” T. B 


Isaacson, Utah leader; “Our Most Useful 
Tool—Income Continuance,” Noel Iiams 
Indiana leader; “B. M.A. Tool Kit Madq 
It Possible,” R. E. Sanders, president 
Grant Club. 

Aug. 30—Call to order, R. E. Sanders 
“Objectives of the Medical Department, 
Dr. F, Robinson, medical director 
“The All-Star Conserves as Well as 
Sells,” M. C. McKay, assistant secretary; 
“He Succeeds Best Who Boosts Most 
L. L. Graham, director of field service; 
“Right About Face for Chicago,” Chilo 
Peterson, publicity director; ‘Master 0 
Slave?’ Mr. Grant. 

Mornings will be devoted to business 
sessions and afternoons and evenings 
entertainment. Golf and bridge tourna 
ments will run throughout the_ thre 
days, and in addition there will be 
swimming, horseback riding, tennis 
hiking, etc. On the second day, ther¢ 
will be sight-seeing in the afternoon 
and a steak fry in the mountains in the 
evening. A full entertainment progratll 
is planned. 

e 


Production Leaders of the 
American Life Hold Mee! 


Production leaders of the Americal 
Life of Detroit attended their annua 
convention at Detroit and Mackinay 
Island. President C. L. Ayres review? 
the financial structure of the compat 
Nine leaders conducted a round table 
discussion of prospecting. J. T. Robe 
actuary, explained the new_ rate vo 
and policy forms; Dr. W. G. gear 
son, medical director, talked on selec 
tion; C. T. Ruwoldt, Dayton es 
talked on conservation; R. Beat, 
field supervisor, told how to incre 
the average size of the application yn 
L. A. Mead, Lansing manager, ® 
cussed the handling of age change mt 
A symposium on_ consecutive wee 
production, was participated in by od 
J. Tiplady, C. T. Ruwoldt, M. C, Ga 
ner and C. R. Suffron. , 

President Ayres was toastmaster | 
the annual banquet. Claris Adams, ; 
ecutive vice-president, gave facts - 
figures about the company and 
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Brucker, vice-president and counsel, re- 
viewed his experiences in company ad- 
ministration. E, S. Bramble, of Bram- 
ble & Gardner, managers Detroit City 
Agency, presented a desk set to Vice- 
president J. S. Garman on behalf of the 
agency force. 

E. H. Marshall, superintendent of 
agencies, presented the family income 
policy’s possibilities while R. D. Beadle 
did likewise for the retirement income 
policy. M. C. Gardner, manager, De- 
troit City Agency, talked on “Selling 
Salary Insurance.” 

Mr. Garman presided at a conference 
for managers. Mr. Beadle talked on 
“Analyzing Territory for Profitable 
Production”; E. S. Bramble discussed 
“Securing New Agents”; M. C. Gard- 
ner, “Training New Agents’; T. E. 
Gavin, supervisor, Detroit City Agency, 
“Preliminary Field Work With New 
Agents”; R. M. Roland, Michigan su- 
pervisor, “Time Control” and Byron 
Ayres, Michigan supervisor, ‘Field 
Work With New Agents.” 


].D. Elmore Is President 
of Philadelphia Life Club 


Philip Campbell of Danville, Pa., 
president of the 1934 Convention Club, 
presided at the only business session of 
the Philadelphia Life’s annual conven- 
tion, which this year took the form of a 
six-day cruise from New York to Ber- 
muda and Halifax. E. R. Hurst, di- 
rector of agency service, announced the 
oficers of the 1935 club and also 
awarded a persistency prize to Louis 
Finkelstein of St. Paul, with a persist- 
ency record of over 90 percent. 

The new club officers are: I. D. EI- 
more, Sumter, S. C., president; C. H. 
Smolens, Philadelphia, first vice-presi- 
dent, and Sol Lilienfeld, Atlantic City, 
second vice-president. There were 77 
in the party. 

President Clifton Maloney spoke on 
the company’s progress and said lapses 
and surrenders were substantially less 
this year. He thanked the agents for 
their record paid-for business in June 
and July, which was 35 percent greater 
than for the same two months last 
year. 

Jackson Maloney, vice-president, in 
his address remarked that in checking 
over the figures of the last three con- 
ventions, he found that there was no 
lull because of them, the amount of 








business produced after the convention 
being about the same as before the trip. 


Equitable Men Meet 


About 150 agents and district offi- 
cials of the Equitable Life of New York 
held a three-day convention in Yellow- 
stone National Park this week. J. H. 
Harrop, manager of the Salt Lake City 
division of the Equitable, was in charge. 
Fifty of those present are from the Salt 
Lake City area and the others are from 
Idaho, Montana, Oregon, Nevada and 
Wyoming. Special speakers include A. 
G. Borden, vice-president; Gage Tar- 
bell, senior director, and W. H. Glines, 
supervisor of the western department. 


Three Speakers Scheduled 


The principal speakers at the annuai 
convention of the Pacific Mutuai 
Agency Association in Des Moines, 
Sept. 16-17, will be H. K. Cassidy, gen- 
eral agent at Houston on “Finding the 
Man,” E. E. Henderson, general agent, 
Chicago “Teaching the Man to Sell,” 
and C. C. Day, general agent Oklahoma 
City on “Prospecting.” 


Equitable Meet in Minnesota 

Leading producers of the Equitable 
Life of New York in Minnesota held a 
three day convention and outing at 
Breezy Point, Minn. E. H. Keating, 
Minneapolis, was in charge. 





American Citizens Sales Congress 

The American Citizens Life of Co- 
lumbus, O., held a sales congress Sat- 
urday at the cottage of the president. 
W. H. Fledderjohann, at Summerland 
Beach east of Columbus. A fish fry 
was one of the features. Mr. Fledder- 
johann presided. Among the speakers 
were Actuary C. J. West; C. L. Cork- 
well, general counsel, and Dr. Jona- 
than Forman, medical director. 





Security Mutual Convention Set 
The annual agency convention of the 
Security Mutual Life of Nebraska will 
be held at Lincoln Sept. 27-28. 





The agency club of the California- 
Western States Life will hold its con- 
vention at Victoria, B. C., Aug. 26-29. 


The New York Life’s Denver agency, 
headed by J. E. Robinson, president- 
elect of the Colorado Association of Life 
Underwriters, is moving from the Insur- 
ance building to new offices on the 





eighth floor of the Symes building. 








As SEEN FROM NEW YORK 








OTT AGENCY ESTABLISHES POST 


The Equitable Life of New York has 
What is known as its “Veteran Legion.” 
It had its inception in Pittsburgh where 
it was established by the late Edward 
A. W oods. It honors those who have 
been with the business a certain num- 
er of years and each agency has a 
Post. The A. V. Ott agency in New 
York City has just installed its post. 
National Commander W. J. Roddey in- 
ducted 28 agents into the organization, 
their continuous service beginning prior 
fo 1931. D. S. Bethune of Washing- 
ton, D. C., after the organization of the 
Veteran Legion,” was responsible for 
the suggestion that each agency have a 
Post. More than 30 such have been 
installed. Marcus Koenig, whose serv- 
ice with the company began in 1913, 
was named honorary commander of the 
tt post. A. H. Jensen was chosen 
active commander. J. E. McGinn be- 
comes adjutant. The lieutenants or 
prccutive board of the Ott post are as 
ollows: Jacob Marrus, A. G. Stephos, 
E, J. Stamoules, S. M. Low and J. A. 
B. Ezra, 

ee 
RESEARCH BUREAU’S NEW BOOK 


gate Life Insurance Sales Research 
“ureau of Hartford has gotten out a 
new book entitled “Slants on Super- 
'sion,” containing 15 chapters all deal- 
"g with some form of agency work. 


By R. B. MITCHELL 











Some of the contributors are W. K. 
Magruder, Baltimore, general agent 
Connecticut Mutual; George E. Lackey, 
Detroit, general agent Massachusetts 
Mutual; R. G. Engelsman, New York 
City, general agent Penn Mutual; M. 
Jay Ream, Pittsburgh, general agent 
Mutual Benefit; T. G. Murrell, New 
York City, manager Connecticut Gen- 
eral; W. N. Watson, Boston, general 
agent Connecticut Mutual; T. H. Cum- 
mings, Detroit, manager Northwestern 
National; J. H. Wood, consultant Life 
Insurance Sales Research Bureau; L, 
D. Fowler, Cincinnati, general agent 
Connecticut Mutual; C. D. Connell, 
New York City, general agent Provi- 
dent Mutual; Henry Hooper, Baltimore, 
manager Provident Mutual; L. M. 
Paret, Philadelphia, general agent Prov- 
ident Mutual; Seth C. H. Taylor, Cin- 
cinnati, manager Sun Life of Canada: 
H. J. Johnson, Pittsburgh, general 
agent Penn Mutual; H. T. Kenagy, as- 
sistant manager Sales Research Bureau. 


Bowen Back at Work 


COLUMBUS, O., Aug. 22.—Super- 
intendent of Insurance R. L. Bowen of 
Ohio, who underwent an operation sev- 
eral weeks ago in the University Hos- 
pital at San Francisco, after attending 
the insurance commissioners meeting at 
Seattle, has returned to his office and 
resumed his duties. 














Our Salary 
Savings Plan 


for purchasing life insurance 
will result in an increa 

commission income for any 
alert life insurance agent 


ONE-TWELFTH THE ANNUAL 
PREMIUM 


Every form cf policy issued by the Company is avail- 
able under this plan, which can be extended to the 
wives and children of employees. 


The insurance is issued, in the majority of cases, on 
non-medical applications. 


Home Office assistance in prospecting, and in contact- 
ing employers. Attractive printed material. 


THE VOLUNTEER STATE LIFE 
INSURANCE COMPANY 


Chattanooga, Tennessee 


RICHARD H. KIMBALL, President 














service. 


built. 
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YOURS TO ENJOY 


HAT is the title of a de luxe brochure around 

which Fidelity has built a direct mail work 
plan with which to supplement its successful lead 
These two workable tools offer an organ- 
ized plan of work which is unusually resultful. 


A Life Income for You 


That is the selling theme around which the work plan is 
It is a theme which induces a cordial reception, a 
and substantial business. Fidelity offers, in 
addition to its Income for Life plan, Family Income, Family 
Maintenance and an Adjustment plan—all peculiarly suited 


IDELITY MUTUAL LIFE 
INSURANCE COMPANY 


PHILADELPHIA 


WALTER LEMAR TALBOT. President 

















OPPORTUNITY! 


Desirable Territory Open for General Agencies. 


Liberal Contracts. 


THE CAPITOL LIFE 


Insurance Company 


DENVER, COLORADO 
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LIFE AGENCY CHANGES 





Lundgren Sales Supervisor 





Succeeds Gerald Young in the Home 
Office General Agency of North- 
western Mutual 





Warren W. Lundgren becomes sales 
supervisor for the home office general 
agency of the Northwestern Mutual 











WARREN W. LUNDGREN 


Life under Victor M. Stamm, general 
agent. He succeeds Gerald H. Young 
who becomes assistant superintendent 
of agencies of the State Mutual Life at 
its home office. Mr. Lundgren comes 
from the Racine general agency of the 
Northwestern Mutual where for the last 
four years he has been engaged in su- 
pervisory work. He started as an agent 
of the Northwestern Mutual in 1922 on 
a part-time basis. Later he became su- 
pervisor in the Davenport, Ia., general 
agency and then went to Racine. He is 
a graduate of the University of Mis- 
souri. 

Mr. Young was formerly secretary of 
the Milwaukee Y. M. C. A. in charge 
Pt the Bay View branch. He has been 
onnected with the Stamm general 
gency of the Northwestern Mutual 
bic for the last six and a half years. 

uring the last four years he has been 
$ales supervisor. ; 





Mutual Trust Names Peterson . 


W._S. Peterson, formerly of Red 
Oak, Ia., has returned there to become 
general agent for the Mutual Trust Life 
in southwestern Iowa. He will have of- 
fices with his father, William Peterson, 
who has conducted a general insurance 
business in Red Oak for many years. 
Walter Peterson has served as field sec- 
retary for the U. S. Chamber of Com- 
merce in Philadelphia for the past two 
years. : 


Cleeton Made General Agent 


Charles E. Cleeton, one of the big 
personal producers of the Occidental 
Life of Los Angeles and president of 
its Leading Producers Club last year, 





Bruce spent six years with the New 
York Life, making a fine production 
record, 





Names Agent at Phoenix 


The Minnesota Mutual Life has been 
admitted to Arizona. C: L. O’Brien of 
the home office is in Phoenix looking 
over the field. Ralph Palmer of Phoe- 
nix has been appointed agent of the 
Minnesota Mutual. He was associated 
with the Equitable Life of New York 
for a number of years. 


Golden to Memphis 


The Reliance Life has appointed 
Emmel Golden of the C. H. Thomp- 
son agency in Jackson, Miss., as man- 
ager of the tri-state department with 
headquarters in Memphis. He succeeds 
C. E. Strumb, now assistant to the gen- 
eral manager with headquarters in 
Pittsburgh. 


Kennedy Succeeds Lake 


Ralph Kennedy has been placed in 
charge of the South Bend, Ind., office 
of the Mutual Benefit Health & Acci- 
dent and the United Benefit Life, suc- 
ceeding J. A. Lake, who gees to indian- 
apolis to take charge of the Maricn 
county division under State Manager 
John S. McGurk. 











Crandall with American 


Paul G. Crandall, Utah county assist- 
ant manager of the Metropolitan Life, 
has become district manager for the 
American Life with offices in Provo, 
Utah. 





L. C. Baldwin with Union Mutual 


Lyman C. Baldwin, formerly with the 
Reliance Life of Pittsburgh in Denver, 
is now associated with the Warren L. 
Chase agency of the Union Mutual Life 
of Portland in Denver. He is a nephew 





Gets Promotion 











G. YEARDLEY HAVILAND 


G. Yeardley Haviland has been ap- 





has been appointed general agent in Los 
Angeles. In 1931 he qualified for the 
Million Dollar Round Table of the Na- 
tional Association of Life Underwriters. 
He is one of the leading agents of Los 
Angeles. 


Bruce Is Seattle Manager 


James S. Bruce has been appointed 
manager of the Seattle agency of the 
Central Life of Des Moines, succeeding 
Ira L. Riggs, who has joined the Pru- 
dential as a personal producer. Mr. 





pointed assistant agency manager of the 
Connecticut General Life in Chicago. 
F Haviland is manager of the 
agency and although they bear the same 
name they are not related. G. Y. Havi- 
land was born in Minneapolis in 1907 
and has lived in Evanston, IIl., since 
1932. He joined the F. H. Haviland 
agency in 1931. Previous to that he 
had been in civil engineering work and 
later was connected with an investment 
house. He has been a weekly producer 
for over three years and ranks high on 


of W. Lee Baldwin, superintendent of 
agencies of the Union Mutual. 


Montana Life Appointments 


French R. Daniels has been appointed 
superintendent of agencies in the Pa- 
cific northwest with headquarters in 
Seattle for the Montana Life. Since 
1932 he has been branch manager at 
Seattle for another company. B. E. Bard 
recently was appointed general agent at 
Seattle for the Montana Life, succeed- 
ing J. H. McCulloch. 





Hanchett with Sunset Agency 


Harry Hanchett has been appointed 
assistant manager of the Sunset agency 
of the California-Western States Life in 
Los Angeles. For two years he has 
been agency supervisor for the Occi- 
dental Life of Los Angeles. 





Joins Capitol Life 


Sam Liberto, who was with the Pan- 
American Life four years. and served 


as general agent at San Antonio sinc 
March 1, has been appointed generg| 
agent there for the Capitol Life. 





Life Agency Notes 





The Connecticut Mutual Life has ap. 
pointed L. M. MeDaniel district agen 
at El Paso, Tex., with offices at 525 Firs, 
National Bank building. 

The Equitable Life of New York has 
appointed J. B. Bullock, formerly 5; 
Sioux City, city manager in Fort Dodge 
Ia., with offices at 224 Carver building, 

R. A. Carlson has become affiliate; 
with Henry Lagergren, district manager 
Massachusetts Mutual Life, Yakima, 
Wash., and B. W. Tyrell in the Lager. 
gren-Tyrrell-Carlson Agency. 

W. M. Higgins has been appointed dis. 
trict manager for east Tennessee by the 
Equitable Life of Iowa with Chattanooga 
headquarters. Recently he has _ been 





manager of Stanley Lachman & Co. of 
Chattanooga. 








As SEEN FROM CHICAGO 





LUSTGARTEN AGENCY’S RECORD 


The Samuel Lustgarten agency of the 
Equitable Life of New York in Chicago 
broke all previous seven month records 
for the office. Its paid volume was 
$12,184,723, exceeding the next highest 
mark by nearly $3,500,000. It is now 
second on the national honor roll of 
the company in new business and pre- 
miums. At the end of the first six 
months the agency had eight people on 
the Equitable’s 100 leading producers. 
This number included the three leading 
agents of the Equitable. During the 
first six months there were 11 group 
cases closed with $2,678,320 in volume. 
This was compared with the similar pe- 
riod last year of six cases covering 
$2,127,784. In the first seven months 
the Lustgarten agency had fifth place in 
the Equitable’s national honor roll for 
group production. 

ee 
INSURANCE STOCK QUOTATIONS 


Bacon, Whipple & Co., 135 South La 
Salle street, Chicago, furnished the fol- 
lowing quotations on insurance stocks: 


Par Div. Bid Asked 
Aetna Life ..... 10 -60 32% 33% 
Col. Nat. Life...100 4.00 80 90 
Conn. Gen. Life.. 10 -80 40 41 
Cont, Ss 6060's 0 2.00 39 41 
OOM. KOWM;. » 6.0.0.0 5 .60 19 20 
Lincoln Nat. .... 10 1.20 37 3 
New World Life. 10 .40 5% 6% 
N. AV ANRC Kc. 6S ei 11 12% 
OID Nat, 6.60000 10 1.00 21 23 
Old Line, Wis... 10 -60 16 17 
Pacific Mutual... 1 25 10 11% 
Sun Life, Can...100 pane 440 470 
TRB VOILE 65. 0-508:6 00 16.00 645 665 
Wisconsin Nat... “ -60 13 15 


* 
FAREWELL LUNCHEON FOR OHMAN 


Eric O. Ohman, supervisor in the 
Julius H. Meyer general agency of the 
New England Mutual Life in Chicago, 
who goes to Des Moines Sept. 1 to be- 
come production manager of the S. C. 
Woodard agency of the company there, 
was the guest of honor at a luncheon 
given by the members of the Meyer 
agency Wednesday, with about 25 in at- 
tendance. Arthur A. Anderson presided 
and H. B. McLaughlin, on behalf of 
those present, presented Mr. Ohman a 
handsome fountain pen and pencil set. 


J. H. BRENNAN WAS HOST 


James H. Brennan, who succeeds the 
firm of Scholl & Brennan in becoming 
manager of the Fidelity Mutual Life in 
Chicago, gave a dinner last week to the 
agency force and some of his prominent 
policyholders. Vice-president Frank H. 
Sykes and Assistant Agency Manager 
H. J. Garretson came from the head of- 
fice and spoke. Byron D. Kanaley of 
Cooper & Kanaley, mortgage and in- 
vestment bankers, acted as toastmaster. 
C. A. Scholl, the retiring senior partner 
who will still be continued with the of- 
fice writing personal business, spoke. 
Alan E. McKeough of W. A. Alexander 





the company’s honor roll. 





& Co., vice-president Chicago Life Un- 


derwriters Association, represented that 
organization. Dr. C. O. Miller of Oak 
Park was present to represent the Oak 
Park and River Forest friends of Mr, 
Brennan, he residing at the iatter place. 

One of the interesting features was 
the presence of the first man to whom 
Mr. Brennan sold a policy. John Cos- 
tello, former attorney of the Yellow 
Cab Company, of the legal firm of Bar- 
rett & Costello, was a speaker. Don 
Cramston, who has the second agency 
of the Fidelity Mutual Life in Chicago, 
was on hand. Mr. Brennan was pre 
sented with an exquisite desk pen and 
pencil set. 

The policyholder guests were largely 
“centers of influence’ who have served 
Mr. Brennan in his life insurance work, 
there being about 20 present. They 
were nominated as the “board of direc- 
ters” for the agency. 

ee ik 
INSURANCE INSTITUTE LUNCHEON 


A luncheon will be given at the Union 
League Club in Chicago Sept. 9 in the 
interest of the Insurance Institute ol 
America. W. J. Graham, vice-president 
Equitable Life of New York, who 3s 
president, and E, R. Hardy, the secre- 
tary, will be on from New York City 
to explain the educational features of 
the institute and urge that Chicago peo- 
ple become more interested. The Insur- 
ance Institute provides study classes 11 
fire, marine, casualty and: life insurance. 
The classes are held in the Chicago 
Board’s auditorium. The committee 
sponsoring the luncheon consists 0 
President H. A. Behrens, Continental 
Casualty and Continental Assurance; 
C. R. Tuttle, western general mat- 
ager North America; Charles 
Buresh of Fred S. James & Co., presi 
dent Chicago Board; President Isaac 
Miller Hamilton, Federal Life; C. V 
Seabury, Marsh & McLennan; Wade 
Fetzer, president W. A. Alexander & 
Co.; C. M. Cartwright, THe NATIONAL 
UNDERWRITER; Benjamin Richards, mat- 
ager Underwriters Service Associatiot. 
The educational committee consists 
Mr. Richards, A. T. Graham and J. A. 
Neale of the Chicago Board who is the 
acting secretary of the committee. 


Warns on Wildcats 


PIERRE, S. D., Aug. 22.—Commis 
sioner W. J. Dawson has issued a pu)- 
lic warning on unlicensed compaiies, 
pointing out the dire results to persens 
succumbing to the active sales call 
paigns of fly-by-night organizations. 
Citizens are urged to demand that a! 
agent display his license before ‘hey 
buy insurance from him. Mr. Dawso 
cites the Lincoln Mutual Benefit % 
Fargo and the Fidelity Mutual Asso 
ciation of Minneapolis as having sem 
unauthorized and unlicensed agents into 
South Dakota recently. 
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NEWS ABOUT 


LIFE POLICIES 








New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 


Policy Literature, Rate 


Books, etc. Supplementing the 


‘Unique Manual- 


t”” and “‘Little Gem,”’ Published Annually in May and March respectively. 


DICE, $: $5.00 and $2.00 respectively. 





is daitch’ Clin Keane 





New Non-Participating Retirement Form 
Is Introduced Similar to Old Pure 
Endowment Contract 





Annuity rates of the Occidental Life 

of Los Angeles have been changed. 
Some time ago the company made a 
temporary increase by discontinuing 
participating annuities and using the 
participating rates as a non- participat- 
ing table with a slight adjustment in 
age. A new non-participating retire- 
ment annuity has been completed and 
put on the market. This contract is 
similar in provisions to the old retire- 
ment income pure endowment but with 
diferent values and income per $1,000 
of cash value at maturity. It is quoted 
in units of $100 annual premium or 
premiums to provide $10 monthly in- 
come at a selected maturity age, but will 
be issued in any amount above the mini- 
mum of $50 annual premium. Death 
benefit is equal to premiums paid or 
the cash value if greater. Income at 
maturity may be in the form of life an- 
nuity, cash refund or joint and survivor 
annuity. Large amounts of annual pre- 
mium require a medical examination or 
non-medical report but no such require- 
ment exists where the premium is less 
than $500 annually. The company will 
issue Waiver of premium disability or 
the income disability clause with this 
contract. The waiver of premium rate 
is 3 percent of the annuity premium for 
waiver to age 60 or 4 percent for waiver 
to age 65. The rates follow: 


Retirement Annuity—Non-Participating 


Monthly Income from Cash 
$10,000 Net Cash Value Value 
At- Male Female End per 


tained Life Cash Life Cash of $100 


Age Ann. Ref. nn. Ref. Yr. Prem. 
31.. $44.82 $42.64 $43.35 $41.46 1$ 50 
32.. 45.27 43.01 43.73 41.77 2 160 
33.. 45.75 43.38 44.13 42.09 3 260 
34... 46.23 43.76 44.54 42.41 4 365 
$.. 46.75 44.15 44.96 42.75 5 475 
36.. 47.30 44.56 45.43 43.12 6 585 
37... 47.87 45.00 45.91 43.48 7 700 
$8.. 48.47 43.45 46.40 43.88 8 9820 
39.. 49.12 45.91 46.93 44.29 9 940 
40.. 49.78 46.38 47.48 44.70 10 1,065 
41.. 50.48 46.88 48.08 45.13 11 1,193 
42., 51.20 47.42 48.69 45.58 12 1,333 
43.. 51.98 47.96 49.31 46.04 13 1,478 
44.. 52.80 48.54 50.00 46.53 14 1,628 
45.. 53.65 49.12 50.68 47.04 15 1,783 
46.. 54.53 49.75 51.44 47.57 16 1,949 
47., 55.49 50.88 52.22 48.12 17 2,121 
48.. 56.47 51.05 53.05 48.69 18 2,299 
49.. 57.54 51.73 53.91 49.29 19 2,483 
50.. 58.62 52.47 54.82 49.90 20 2,673 
5l.. 59.77 53.19 55.77 50.56 21 2,870 
52.. 61.01 53.97 56.79 51.23 22 3,074 
3.. 62.31 54.79 57.84 51.92 23 3,285 
54., 63.69 55.62 58.96 52.66 24 3,504 
55... 65.10 56.50 60.13 53.45 25 3,730 
56.. 66.62 57.41 61.39 54.20 26 3,96 
57.. 68.26 58.34 62.70 55.01 27 4,20 
58.. 69.93 59.35 64.06 55.87 28 44.57 
59.. 71.74 60.39 65.53 56.75 29 47.16 
60.. 73.64 61.46 67.07 57.67 30 4,985 
Sl.. 75.64 62.58 68.73 58.62 31 5,263 
62.. 77.76 63.73 70.42 59.63 32 5,550 
63.. 80.00 64.89 72.25 60.68 33 58.48 
64.. 82.37 66.14 74.18 61.77 34 6,156 
65.. 84.89 66.93 76.22 62.89 35 6,475 
66.. 87.49 68.78 78.37 64.06 36 6,805 
7.. 90.33 70.18 80.65 65.23 37 7,147 
68.. 93.28 71.58 82.99 66.49 38 7,501 
69.. 96.53 73.10 85.54 67.80 39 7,867 
10.. 99.80 74.68 88.26 69.16 40 8,246 
T.. 103.41 76.28 91.16 70.52 40 8,638 
2..107.18 77.94 94.16 71.00 42 9,043 
%3.. 111.11 79.68 97.37 73.53 43 9,464 
74.. 115.34 81.43 100.81 75.08 44 9,896 
9. 119.90 83.26 104.38 76.75 45 10,348 





Colorado Life Increases Its 
Non-Par, Disability Rates 





The Colorado Life has increased its 
hon-participating and disability rates. 
€ bonus policies will be continued at 
€ rates previously used. A surrender 
charge increase averaging about $5 per 
rane affects surrender values on all 
Pans. Company rules are changed to 


miums during the first year. The new 
age limit is 60. An unusual feature of 
Colorado Life endowment contracts is 
the option of a paid-up life insurance 
policy in a guaranteed number of years. 
A digest of the new rates follows: 
Non-Participating Rates per $1,000 
(American 3% Percent Reserve) 


20 Paid- End. 
Ord. ir 4 s Yr. upat Age 5 Yr. 

Age Life Lif End. Age 65 65 Termt 
15. + 44 $20. 17 $41. 64 $13. 96 et age ra 
20.. 13.78 21.77 41.73 53 7.81 
25 15.49 23.69 41.91 16:88 ig'og 8.11 
30 17.79 26.18 42.45 19.46 22.65 8.54 
35 20.88 29.35 43.27 23.52 27.87 9.19 
40 24.99 33.31. 44.62 29.39 = - 10.44 
45 30.57 38.43 46.90 38.43 13.51 
50 38.27 45.21 51.11 52.19 18.38 
55 48.94 54.49 59.19 ... 26.70 
60. 63.87 67.63 69.55 39.29 

With Waiver of Puntieen: Disability 
15 12.76 20.43 42.12 13.27 14.73 7.69 
20 14.16 22.08 42.28 14.90 16.78 7.91 
25 15.95 24.06 42.53 17.04 19.50 8.21 
30 18.37 26.65 43.18 20.04 23.31 8.65 
35 21.64 30.00 44.21 24.28 28.77 9.31 
40 26.03 34.34 45.99 30.45 36.83 10.58 
45 32.05 ° 39.99 48.80 39.99 .... 13.71 
50 40.47 47.57 53.77 55.36 18.74 

$10 Monthly Income Disability 

15 15.42 24.24 44.11 15.93 17.39 9.15 
20 17.16 26.14 44.65 17.90 19.78 9.88 
25 19.27 28.23 45.28 20.36 22.82 10.48 
30 22.05 30.85 46.48 23.72 26.99 11.20 
35 25.78 34.14 48.35 28.42 32.91 12.28 
40 30.75 39.06 50.71 35.17 41.55 14.22 
45 37.51 45.45 54.26 45.45 ave pees 
50 46.81 53.91 60.11 61.70 25.08 

+Encome reduced to $5 after age 65. 

¢Convertible; minimum $2,00 





State Mutual Annuity Changes 


Two changes have been made by the 
State Mutual regarding interest on an- 
nuities. Retirement annuity contracts 
usually provide that income may begin 
at any age after 50 but the State Mutual 
has lowered the age to 30. While there 
will not be numerous cases where this 
will apply, it does allow a father to 
provide for future security of a daughter 
and many other contingencies. The 
second is limitation of annuity amounts 
to $25,000 single premium or $500 
monthly income and annual premium 
contracts to a $2,500 premium. 





New Policy Stimulates Sales 


A new income for life contract has 
stimulated sales of the Pennsylvania 
Mutual Life’s ordinary department to 
such an extent that July production ex- 
ceeded any month in the company’s his- 
tory, although the contract was not an- 
nounced until some days after July 1. 
This policy provides an original face 





amount of $1,000 but during later years 
the cash value exceeds that amount with 
a final maturity value at age 60 of $1,503. 
This maturity value is used to purchase 
an income for the insured.- Industrial 
policies issued after Aug. 12 provide 
cash values at the end of five years. The 
rate per $1,000 for the income for life 


endowment follow: 

Age Prem. Age Prem. Age Prem 
15....$20.46 26....$30.01 37 - $50.43 
16 21.08 27.. 31.25 3 - 53.39 
17 21.76 28 32.58 39 56.66 
18 22.47 29 34.00 40 60.25 
19 23.22 30 35.54 41 64.25 
20 24.03 31 37.21 42.... 68.76 
21 24.87 32 38.98 43 73.70 
22 25.78 33 40.90 44 79.34 
23 26.74 34 43.00 45 85.74 
24 27.76 5 5.26 

25 28.84 36 47.74 

Columbian National Juvenile Forms 


The Columbian National of Boston is 
one of the few eastern companies writ- 





ing juvenile insurance. It recently began 
accepting applicants under age 10 with 
$10,000 ultimate amount as the limit. 
Policies may be written with or with- 
out the payor insurance feature whereby 
premiums are waived upon death or dis- 
ability of parent. The rates are: 


Age 0 5 

20 Pay. End. Age 85......, $20.33 $18.75 
20 Pay. End. Age 65....... 21.45 20.05 
20 Year Endowment....... 44.00 42.23 
Endowment Age 18........ 50.00 70.64 





Berkshire Life 


The Berkshire Life announces new 
juvenile insurance plans and contract 
forms available on lives of children from 
birth to age 9. They are written on 
the ordinary life, 20-pay life, 20-year en- 
dowment and endowment at age 18 
and 19. 
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Is Now Entering More States 





Monumental Life of Baltimore Now Has 
45 Districts Under Its 
Jurisdiction 





The Monumental Life of Baltimore 
has been admitted to Michigan and 
two offices have been opened in De- 
troit, making 45 districts in 11 states 
and the District of Columbia. Detroit 
1 is under the supervision of Manager 
Chester Waldvogel, formerly assistant 
in the Baltimore Northwest district, and 
Detroit 2 is managed by Edward 
Keefer who was promoted from an as- 
sistancy at Baltimore Highlandtown. 
The former district has offices in the 
Roosevelt Theater building and the lat- 
ter at 5050 Joy Road. Admission to 
Michigan is part of an extensive expan- 
sion program initiated by the company, 
which recently changed its name from 
Mutual Life of Baltimore. 

C. Marino, formerly assistant at 
Highlandtown, has been appointed ‘Wil- 
mington manager. 


J. P. Duff Honored with Dinner 


In honor of his 36th anniversary of 
service with the Metropolitan Life, 
Manager James P. Duff was tendered a 
testimonial dinner at Pleasantdale, N. 
J., by the agency staff of the Newark 
district. 


American National in Arizona 

The American National of Texas 
will open an office in the First National 
Bank building, Phoenix, Ariz., largely 











to solicit industrial insurance in the 
state. T. J. McMahan of Albuquerque, 
N. M., who had charge of the company 
in New Mexico, will assume jurisdic- 
tion over Arizona. Earl C. Pollard, 
supervisor of the American National, is 
in Phoenix looking over the field. 


Honor B. A. Gilhuly 


BRIDGEPORT, CONN., Aug. 22.— 
B. A. Gilhuly, superintendent of the 
Prudential’s Bridgeport district, was 
guest of honor at a testimonial dinner 
in celebrating his 25th anniversary of 
service. More than 100 were present. 
C. G. Terwilliger, New England man- 
ager, was toastmaster and speakers in- 
cluded H. M. Stewart, Prudential sec- 
retary; A. E. Realff, assistant superin- 
tendent, and J. L. Hanley, Stamford 
superintendent. 


Industrial L. & H. Convention 


The Industrial Life & Health of At- 
lanta held an agency meeting with 250 
attending at Pensacola, Fla. Agents 
from Georgia, Alabama, Tennessee and 
Mississippi were in attendance. The 
meeting was in charge of Vice-president 
H. T. Dobbs. 


Two Veterans Are Recognized 


Two veterans of the Western & 
Southern field organization were hon- 
ored when Managers D. Troxel, 
Portsmouth, O., and C. J. Williams, 
Lancaster, O., observed their 25th and 
30th service anniversaries, respectively. 
President C. F. Williams presented 
both men with Western & Southern 
Legion insignia at ceremonies in their 
cities. 














allow semi- annual and quarterly pre- 


President 


Angus O. Swink 


MODERN CONTRACTS 


Present day needs for life insurance call for modern contracts. 
Atlantic Life representatives have at their disposal a complete line 
of attractive policies—including Family Income, Salary Continu- 
ance, Retirement Income, Term to Age 65, and Juvenile—all avail- 
able at low guaranteed cost. 


Atlantic Life Insurance Co. 


RICHMOND, VIRGINIA 


William H. Harrison 
Vice-Pres. & Supt. of Agencies 





N. A. L. U. — Des Moines — Week of September 16th 




















16 


THE NATIONAL 





UNDERWRITER 


August 23, 193; 

















WEST VIRGINIA! 


OHIO! MICHIGAN! 


OPPORTUNITY FOR 
DESIRABLE AGENTS 
to 
OBTAIN DESIRABLE 
CONTRACTS FOR 
DESIRABLE TERRITORY! 


Write to: 
Ernest C. Milair, Vice President 


George Washington 
Life Insurance 


Company 
Charleston, W. Va. 


fy. 
Vw 


CHARLES L. PRESTON 
President 











INSURANCE 
MEN WANTING 
AN AGENCY 
IN WHICH 
THEY CAN 
MAKE MONEY 


NOW 


SHOULD 
WRITE 








IUACE 


INSURANCE LOMPANY 
OMAHA, NEBRASKA 
John A. dJarher 


PRESIOENT 














NEWS OF LIFE 


ASSOCIATIONS 





Hamill Outlines Year’s Plans 





Comprehensive Program Presented by 
New President of San Fran- 
cisco Association 





SAN FRANCISCO, Aug. 22.—The 
year’s program of activity for the San 
Francisco Life Underwriters Associa- 
tion was outlined by J. M. Hamill, new 
president of the association, before a 
meeting of the General Agents & Man- 
agers Association. The program in- 
cludes a concentrated effort toward 
building up of the significance of the 
association, its activities and members 
in the public consciousness; a direct ap- 
proach to the local chamber of com- 
merce for establishment of a separate 
life insurance committee; dissemination 
of constructive ideas among business 
and civic women’s organizations; per- 
sonal contact with political representa- 
tives to properly inform and educate 
them as. to strengthen the position of 
life insurance against future legislative 
attack; radio programs and a slow and 
careful building toward staging of a 
momentous and brilliantly dramatized 
Life Insurance Week in 1936. 


Agency-Association Meetings 


Mr. Hamill set forth a soundly pre- 
pared “agency-association section meet- 
ing” program, whereby the association 
would put on at least one Monday 
morning meeting for each agency dur- 
ing the year. Rather than a general 
association monthly meeting, plans call 
for a meeting bi-monthly to occupy one- 
half day and to be in the nature of a 
“sales congress.” Another innovation 
is the caravan idea which calls for the 
association staging meetings in San 
Jose, Fresno, Stockton, Sacramento, 
Santa Rosa and other outlying cities in 
October and November. The caravan 
to carry at least five outstanding 
speakers. 

Betterment of the working conditions 
under the “Riehle Plan” in the metro- 
politan territory was also outlined by 
President Hamill, who pointed out that 
the yeneral agents and managers are 
very definitely a part of the program 
and will benefit through cooperation. 

He also outlined plans for “Huebner 
Day” Sept. 3, commencing with a 
breakfast meeting for general agents 
and managers, with Dr. Huebner’s 
theme “Man Power Selection in 1935”; 
followed by a Sales Clinic at which five 
star speakers will discuss ‘““How Life 
Insurance Is Being Written in 1935.” 
Dr. Huebner will also appear at this 
meeting, discussing “Present Trends in 
Life Insurance.” At noon Dr. Huebner 
will speak at the Commercial Club on 
“Life Insurance and Present Economic 
Conditions,” followed by an informal 
meeting for Chartered Life Under- 
writers and prospective members. 

More than 450 reservations for the 
sales clinic were pledged. 

* * * 


Salt Lake City—An outing was held at 
Lagoon, Utah, with a program of games 
and sports, ending with a banquet and 
dance. E. A. Smith, Jr., insurance com- 
missioner, was the official judge for the 
sports contests. 

Richmond, WVa.—Committee appoint- 
ments have been announced by President 
John B. Cary. In addition to the officers 
the executive committee includes Wilson 
M. Brooks, Sun Life; P. B. Magruder, 
Metropolitan; E. M. Crutchfield, Equi- 
table of New York. 

At a meeting of the general agents 
and managers last week President Cary 
outlined the fight which the Richmond 
association in cooperation with the Na- 
tional association has made against the 
features of the tax bill in Congress that 
were considered hostile to life insur- 
ance. He said he had received a letter 
from Senator Byrd assuring him that he 
would stand by the life men in their 





fight. 


Detroit for Owen’s Reelection 





Veteran Backed for Second Term as 
National Association Trustee— 
Active in Work 





DETROIT, Aug. 22.—Ernest W. 
Owen, widely known mnianager of the 
Sun Life of Canada in Detroit, has been 





ERNEST W. 


OWEN 


indorsed by the Qualified Life Under- 
writers of Detroit for reelection as trus- 
tee of the National Association of Life 
Underwriters at the annual convention. 

Mr. Owen is now serving his second 
term in this responsible post and was 
one of the most active officers in the 
organization during the year now clos- 
ing, during this period having spoken on 
behalf of the National in 40 cities from 
coast to coast. He is thoroughly quali- 
fied by experience and ability to serve 
outstandingly. He acted as_ national 
secretary during the 1928-29 and 1933- 
34 administrative years, was general 
chairman of the committee that directed 
the National convention in Detroit in 
1928 and has served as national com- 
niitteeman for Detroit for 16 years. 

He has been engaged in the life insur- 
ance business for 28 years and has man- 
aged the Detroit branch of the Sun 
since 1913 with the exception of the 
war period, when he served in France. 
Since 1920 his agency has produced an 
average of $10,000,000 of new business 
each year, with a peak of $18,000,000. 


SCHOCH REAPPOINTMENT URGED 


At a directors’ meeting of the Asso- 
ciated Life General Agents and Man- 
agers of Detroit a resolution was passed 
urging the National Association of Life 
Underwriters to reappoint K 
Schoch, general agent Aetna in Detroit, 
to the committee on managers’ associa- 
tions, on which he did outstanding 
work during the present administrative 
year. Mr. Schoch is also active in the 
Qualified Life Underwriters. 

pee ask 


Moose Will Give an Address 


Deposed Nebraska Commissioner Will 
Speak Before the State Life 
Underwriters Body 








OMAHA, Aug. 22.—Conn W. 
Moose, deposed insurance director of 
Nebraska, was officially invited Wed- 
nesday by the program committee of 
the Nebraska Life Underwriters Asso- 
ciation to be a guest speaker at the an- 
nual state convention to be held at 
Grand Island, Aug. 27. Mr. Moose ac- 
cepted the invitation and told a repre- 
sentative of THE NATIONAL UNDERWRITER 


that he would speak on the Nebrask 
insurance department, its problems an 
the department “as it is, and as ; 
should be.” 

“T will give a full accounting of ny 
stewardship and of my accomplishment 
during the seven months I held office’ 
he said. 

In connection with _ resolution 
adopted by Lincoln and Hastings up. 
derwriters associations, protesting }\;, 
Moose’s dismissal, it is understood th 
Omaha Life Agency Managers Associ. 
tion is preparing a similar resolutio 
which it will make public this week 
The resolution was drawn up at a mee 
ing called by Paul W. King of th 
Travelers, president of the association, 

ea ke 

Seattle—A special meeting is planne 
Aug. 29 to honor Dr. S. S. Huebner, dea, 
of the American College of Life Under. 
writers. He will also attend a break. 
fast session of the Seattle Life Managers 
Club that morning. 

xk * x 

Detroit—A moonlight excursion on the 
Detroit River will be held for member 
and their families on Aug. 30. 








News of Pacific 
Coast States 

















To Open San Francisco Office 


Perez F. Huff, resident vice-president 
at Los Angeles of the Bankers National 
Life of New Jersey, is in San Fran 
cisco preparatory to appointing a north- 
ern Calfornia district manager and 
opcuing offices in San Francisco and 
Oakland. Mr. Huff recently appointed 
Jerome Mindlin as assistant to H. R. 
Fenstamaker, superintendent of prodw- 
tion of the Huff agency. 


Arizona Extends Invitation 


The Phoenix, Ariz., chamber of com- 
merce and Insurance Director George 
A. Brown have extended an invitation 
to the insurance commissioners com- 
prising the Western Conference to hold 
their first meeting in Phoenix, either the 
latter part of November or the first 
of December. No definite date has been 
set. 


Association Official Arrested 


A. B. Jones, Jr., former official of the 
Policyholders Life Insurance Associa 
tion, was arrested at his office, 112 West 
Ninth street, Los Angeles, by Deputy 
United States marshals on a secret fed- 
eral indictment charging mail fraud. 4 
B. Jones, Sr., and A. J. Scott, also 
named in the indictment, were to st! 
render the following day, according to 
H. G. Bodkin, attorney. According to 
Deputy United States Attorney Palmer 
the books of the association showe 
some 200 unpaid death claims totaling 
approximately $400,000. 


Franklin Speaks to Agency 


Blake Franklin, junior vice-presidett 
and assistant counsel of the Pacific M 
tual Life, was the principal speaker # 
a recent meeting of the Los Angeles 
agency of the Phoenix Mutual Life. 
He discussed “Taxation as It Affects 
Life Insurance,” and presented mat) 
interesting points in connection with the 
provisions of the federal income 2 
estate tax acts, and also with  respet 
to the contemplated increase in rat 
suggested by President Roosevelt in his 
special messages to Congress. 


Northington Back on Job 


S. S. Northington, Los Angeles Re 
eral agent of the Connecticut Muti 
Life, who has been ill for some we 
following a major surgical operation : 
a local hospital, has now fully oe 
ered his health and is actively engag®” 
in performance of the duties of his p° 
sition. 
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The Czech Ladies Benevolent Ps 


of Cleveland, a fraternal, has b 





mitted to Nebraska. 
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Plan to Tax Life 
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(CONTINUED FROM PAGE 1) 







he latter’s tax scale for other corpora- 
ions, and also concurred in the addi- 
ional deduction to companies other 














fection of the entire house plan for in- 
vritance taxes, under which would be 
nuded the receipt by any person of 
he proceeds of policies taken out by a 
decedent on his own life. 


Exemption of $40,000 Continued 


In this way, the senate provided for 
outinuation of the present insurance 
exemption of $40,000, carried in the 
state tax provisions of the revenue act 
{1926 for policies to beneficiaries other 
than the estate. 
An amendment was offered by Senator 
Lonergan of Connecticut and accepted 
by Senator Harrison of Mississippi, 
hairman of the finance committee, who 
was in charge of the measure. This 
bmendment provided for the deduction 
rom the value of the estate of the pro- 
eds from life policies acquired espe- 
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ily for the payment of death taxes. 
As adopted by the senate, the deduc- 
ion would apply to “the procaeds of 
life insurance policies payable to the 
estate in trust for the payment of estate, 
inheritance, succession, legacy or other 
death duties levied against or with re- 
pect to the estate of decedent by the 
nited States, or under the law of any 
other jurisdiction, to the extent that 
such proceeds are actually used in the 
payment of such taxes.” 


WAY OPEN FOR MORE SALES 


NEW YORK, Aug. 22.—Life under- 
titers feel that the conference com- 
mittee’s action in reducing the tax- 
exempt limit for general estates from 
$50,000 to $640,000 will open the way for 
he sale of additional life insurance to 
mien whose life insurance estate is still 
below the $40,000 life insurance exemp- 
tion. It is also felt that leaders at 
Vashington appreciate far more clearly 
than ever before the role that life insur- 
ence plays and its importance to 
itizens, 

The failure of the Lonergan amend- 
ment exempting earmarked insurance 
or estate tax purposes deprives life 
msurance of no advantage that it pre- 
‘iously enjoyed and opens the way for 
the inclusion of a similar amendment 
Bt a later session of congress. The fact 
fat it was lost along with the several 
other amendments proposed by the sen- 
Rte indicates that there was nothing 
articular against the amendment itself 
but rather that it was merely a cas- 
ualty in the trading between house and 
tnate leaders. 


Companies Must Pay More 


The new sliding scale for corpora- 
ron income taxes and the specific in- 
Wsion of life companies with other 
‘tporations appears to indicate on a 
ough estimate that companies will 
we to pay an additional federal in- 
1 tags of something over $1,000,000 
34 Ie taxable incomes continue at the 
* sa All companies paid in vari- 
» orms of taxes last year, exclusive 
A crt on real estate, about $60,000,- 
. Individual company reports indicate 
bai, tile there is a wide range in the 
an .o federal taxes to total taxes, a 
me yrstace would be in the neigh- 
: Od of 25 percent, or $15,000,000. 
a increase involved in raising the 
toe sage 1334 percent to 15 percent on 
my sone above $40,000 would 
aid - : percent increase in the tax 
a about $1,365,000, assuming that 
wt eee Percentage of federal to 
were mee 1s substantially correct. The 
vs re ‘ue to a lower rate than at pres- 
‘a0 taxable income below $25,000 is 

































Proceeds Cut Out 


ompanies, although making changes in 


cent rate between $25,000 and $40,000, 
the saving would amount to only $60 
if the company’s taxable income were 
$40,000. Above $40,000 the saving 
would quickly be eaten up by the pro- 
posed higher rate of 15 percent. 


LOCAL ASSOCIATIONS PROTEST 


Efforts to include life insurance pro- 
ceeds under the new federal tax laws 
are being actively opposed by local life 
underwriters’ associations. The New- 
ark, New Orleans and St. Louis asso- 
ciations are the latest to send protests 
to the senate finance committee. 


Sees Advantages 
in Smaller City 


(CONTINUED FROM PAGE 3) 


smoothly when everybody is 
friendly social basis. 

“If an agent is successful and later 
decides he wants to operate in New 
York, for example, he is sure to have 
an excellent nucleus of contacts among 
the successful men from his city who 
have come to New York to take posi- 
tions of even greater responsibility than 
they had back home. 

“IT am so firmly convinced of the ad- 
vantages of the city of 100,000 or 400,- 
000 population as a place for the young 
life man to begin his career that when 
my son is ready to enter the business 
I am going to get him connected with 
some general agency in a city in that 
size range.” 





on a 


Younger Men Are 
Source of Agents 


(CONTINUED FROM PAGE 3) 


office that specializes in programming 
would not find them so valuable as one 
stressing unit sales. Sometimes the 
“bird-dog” idea can be used to advan- 
tage, although the division of commis- 
sions between the bird-dog and the 
closer may cause difficulties. 





Historic Facts of 
Interest to Life 
Insurance People 





The American Conservation Company 
of Chicago gives some historical features 
of interest. For instance, the question 
is asked, “What was the first life insur- 
ance company exclusively commercial in 
the United States?” It answers, the 
Pennsylvania Company for Insurance on 
Lives & Granting Annuities, which was 
incorporated in 1812 at Philadelphia. Its 
first policy was dated May 13, 1822, and 
signed b M. Patterson, the presi- 
dent. Jacob Shoemaker was the actuary. 
The original policy is preserved among 
the archives of the Prudential at 
Newark, 

It asks then, “What was the first 
commercial life insurance policy in the 
history of the United States?” It an- 
swers this, stating that the first such 
policy was isued by the Insurance 
Company of North America in Philadel- 
phia in 1792. It is now purely a fire and 
marine company but its first life policy 
was issued March 7, 1797. The North 
America was incorporated in 1792. 

It asks, “What was the first mutual 
life company in the United States?” It 
answers this, saying it was the New 
England Mutual Life of Boston, incor- 
porated April 1, 1835. L. A. Phillips, 
earliest American legal authority on in- 
surance law, was its first president and 
he is known as the “father of mutualiza- 
tion” in this country. 


Irwin Oklahoma City Head 
A. B. Irwin, general agent North- 
western Mutual Life, has been elected 
president of the Oklahoma City Man- 
agers & General Agents Club. E. E. 
Dale, Lincoln National Life, is vice- 





tifling, and when offset by the 14 per- 


chusetts Mutual, secretary-treasurer. 
Dr. Verne Steward of the University 
of Southern California spoke. 


Field Experience First 

The Security Mutual Life of Ne- 
braska has adopted the plan of giving 
all new agents enrolled several weeks’ 
practical experience in the field before 
giving them instruction in the agents’ 
school operated by the company. Vice- 
president M. A. Hyde says that the 
plan has been tried out long enough to 
convince him that while school work 
is valuable this method will bring 





quicker results, since a great many of 
the problems that confront new field 
men can only be determined after ac- 
tual field work. Then when they go 
to school they have definite problems 
for which a solution is sought. 


Mr. and Mrs. Harris L. Wofford an- 
nounce the birth of a son, John Gard- 
ner. Mr. Wofford is manager of the 
Prudential in New York city. 


Caspar W. Haines, formerly an agent 
of the Northwestern Mutual Life in Des 
Moines, has established a life insurance 
brokerage office there. 
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ACCIDENT 


to build an agency of your own? If you have some 
organizing ability and can show satisfactory per- 
sonal production, we have an attractive General 


Agency set-up to offer you. 


Openings in Michigan and northern Illinois. Write 


Oipplire 


[hsutance Company ofAmerica 


MILWAUKEE, WISCONSIN 


* HEALTH 


Attend the Life Underwriters’ Convention 
DES MOINES, IOWA, Week of September 16, 1935 











President F. L. Brown 
Rockford Life Insurance Co. 
Rockford, Illinois. 

Dear Sir: 


Name 


MORE. censgoinavcectecdunnee — 








Rockford Life Has a Message for You 


lt Concerns Contract Direct 


With the Company 


SEND ME THE MESSAGE 
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president and Horace Combs, Massa- 














IN FLORIDA 
Gulf Life leads the parade—over $27,500,000 


new paid for business in 1934 
If interested in a connection address 


LOPER B. LOWRY, General Agent 
Gulf Life Insurance Co., Miami or Tampa 
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THE MACCABEES NEWS OF THE FRATERNALS S, 
Sees Return to Lodge Plan| to $25,000. The move, according t){™/ ——— 


A Fraternal Benefit Association 
For 57 Successful Years 


Writes Legal Reserve Life, En- 
dowment and Retirement In- 
come Insurance on 18 popular 
plans with premiums based on 
the American Experience Mor- 
tality Table, providing for Cash 
Loans, Cash Surrender, Pre- 
mium Loans, Extended Insur- 
ance and Dividends. 


Maintains two Homes for aged 
members, Nursing and Health 
Service, Hospital Beds and pro- 
vides for distressed and dis- 
abled members through a Re- 
lief Fund, all without extra cost 
to the insured. 








Home Office Building 


Admits Men, Women and Children 
From Birth to Age 60 


A practical and successful combination of life insurance protection 
and fraternal service. 


E. W. THOMPSON 


Supreme Commander 


C. L. BIGGS 


Supreme Record Keeper 


DETROIT, MICHIGAN 


aval NetenBors oF AmERicA 


@ One of the largest fra- 
ternal benefit societies. 














FORTY YEARS 


Membership 

596,110. 
OF SERVICE 
@ Operates home for 

poe dependent-mem- Royal Neighbors of America was 
ers. 

Admitted Assets chartered as a fraternal benefit so- 
$53,487,936. ciety in the state of Illinois on March 


21, 1895. Since that time the society 
has faithfully provided a dual service 


@ Maintains fraternal 
fund to assist needy 


sates 7 of insurance and true fraternalism for 
a om . 
"$82,674,602. : members numbering in the hundreds 


of thousands. 

@ Writes modern forms 
of life insurance for 
women, men and chil- 
dren. 


The history of Royal Neighbors of 
America reveals that its fundamental 


Insurance in force 


$472,512.85! principle of twofold service has been 


an outstanding success. This success 
health 


@ Provides free 


service. 


is reflected in the steady growth of 
the society and in statistics which 
place Royal Neighbors of America 
among the leaders in its field. 


SUPREME OFFICE 
ROCK ISLAND, ILL. 




















Independent Order of Foresters Records 
Notable Revival of Social 
Groups in Rural Areas 





TORONTO, Aug. 22.—Recent de- 
velopments in the Independent Order 
of Foresters are an increase in the num- 
ber of applications being received, a re- 
duction in the number of suspensions, 
and notable activity in the reorganiza- 
tion of old courts and the establishment 
of new courts in rural centers. This 
latter development, it is believed, may 
be due to a return in the rural centers 
to forms of social life which were 
prevalent 25 years ago before the intro- 
duction of radio and moving pictures. 
It may be that the first allure of these 
new entertainment devices have worn 
off and that people are recognizing the 
merit of a social life originated, devel- 
oped and carried out by and among 
themselves. Another factor noted re- 
cently is the turn of responsible busi- 
ness men to greater activity in the 
lodges. 

At a meeting of the executive coun- 
cil of the Foresters held at the home 
office here those present were Frank E. 


Hand, supreme chief ranger; Mr. 
Morin, Montreal, past supreme chief 
ranger; John F. Lang, Toronto, su- 


preme secretary; Charles Hamm, Tor- 
onto, supreme treasurer; W. H. Miller, 


Dayton, O., supreme councilor; J. J 
Rossbottom, New York City, supreme 
councilman; and George W. Wands, 


Chatham, Ont., supreme councilman. 

The Independent Order of Foresters 
is one of the few fraternals operating in 
Canada, the United States, and the 
British Isles. There are about 70,000 
members in the United States, 50,000 in 
Canada, and 12,000 in the British Isles. 
The states having specially strong rep- 
resentation are California, New York, 
Ohio, Illinois, Michigan and Indiana. 

The central Ontario higher court has 
had an exceptional success in a surgical 
benefit plan. This special fund now 
amounts to $115,000 and in eight years 
has provided more than 1,000 operations 
for about 17,000 members. 


Plan W. O. W. Field Day 


FREMONT, NEB., Aug. 22.—Offi- 
cials of the Woodmen of the World 
were here this week to complete ar- 
rangements for the annual district field 
day here Sept. 7. Preparations are 
being made to handle 3,000 persons 
coming here from Lincoln, Blair, Co- 
lumbus, Grand Island, Plattsmouth, 
York and other cities. 

Making arrangements here were C. 
L. Burmester, W. O. W. state manager; 
H. L.. Rosenblum, editor “Sovereign 
Visitor,” national magazine of the or- 
ganization, and Richard Schuenemann, 
a member of the arrangements com- 
mittee from the home office. Chris 
Keilstrup is head of the Fremont com- 
mittee. 


Has Set of 3 Percent Policies 


The Lutheran Brotherhood of Minne- 
apolis which has been on a 4 percent 
basis for adult contracts now has a 
complete line of American 3 percent 
contracts using the ordinary life as the 
basic form. Many of the fraternals are 
considering going on a 3 percent basis 
owing to the low trend of interest rates. 


Aid Association Plans Meet 

APPLETON, WIS., Aug. 22.—Alex 
O. Benz, president of the Aid Associa- 
tion for Lutherans, has announced that 
a meeting for all general and full time 
agents of the fraternal life association 
will be held at the home office in Ap- 
pleton in October. 

The maximum amount of insurance 
written on one life by the Aid Asso- 
ciation has been increased from $20,000 





President Benz, was made to serve th 
increasing demand for more protection, 

J. D. Reeder, former actuary of th 
North Carolina department of the Ai 
Association for Lutherans, has been ap. 
pointed actuary at the home office j 
Appleton. Mr. Reeder is a graduat 
of the University of Michigan. 
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Fraternal Day in St. Louis — 
ST. LOUIS, Aug. 22.—Mayor Dice 2P¢! 
mann has declared Aug. 24 as “Fr plan he 
ternal Day” in St. Louis. He issue and “ 
a proclamation to that effect at the sug. ocean 
gestion of the St. Louis chapter of thm ">. ° 
Missouri Fraternal Congress. A parade mm (O0Ve™ 
of decorated floats will feature the afm S",,2 
nual outing of the chapter to be held Health 
that afternoon and evening at Fores = - 
Park Highlands, local amusement park Ho ve 
Mayor Dickmann will be among th gm 8 .* 
speakers at the picnic. The program veloping 
will include games, drills and various — 
contests. At t 
agents 
Two Anniversaries for H. J. Green polo 
Harry J. Green, president of the “Don 
Homesteaders Life of Des Moines, has “Hav 
celebrated two anniversaries this month, “Gett 
one his birthday, the other completion “Hav 
of 30 years service with the company. Man inte 
He was flooded with applications by “Gett 
the field force on his big day. These 
especially came from Missouri, the plan fm Many o 
having been engineered by State Mar Diffici 
ager A. A. Ball. Mr. Green was among oj 
the founders of the Homesteaders Life aoe: 
these di 
Steward San Antonio Speaker a gl 
Dr. Verne Steward, lecturer in life iB cases is 
insurance, University of Southern Cali MM practica 
fornia, spoke to the San Antonio Life on a sa 
Managers Club on “The Technique of MM people 1 
Testing in Agency Building.” list and 
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SALES IDEAS AND SUGGESTIONS 








—— 





Possibilities in Salary Saving and 
Sales Methods Are Outlined 





The possibilities of the salary savings 
plan in selling both iife and accident 
and health insurance, with some sug- 
gestions for writing that class of busi- 
ness, Were presented at the tri-state 
convention of Indiana, Ohio and Mich- 
jan agents of the Mutual Benefit 
Health & Accident and United Benefit 
life at Lake Wawasee, Ind., by Floyd 
Holdren, who is assisting State Man- 
ager Earl B. Brink of Detroit in de- 
veloping the salary savings system in 
Michigan. 

At the outset Mr. Holdren asked the 
agents present for suggestions as to 
the most difficult problem in selling. 
Among the responses were: 

“Don’t work enough.” 

“Haven’t a good enough approach.” 
“Getting prospects.” 

“Have to see too many people to get 
an interview.” 

“Getting the money.” 


Many of Agents Main 
Difficulties Eliminated 


Mr. Holdren contended that all of 
these difficulties are eliminated in salary 
savings sales. In the first place, the 
agent who has developed a few of these 
cases is working on a definite schedule, 
practically the same as though he were 
ona salary, with a definite number of 
people to see every day. The prospect 
list and the approach are already pre- 
pared, and it is not necessary to collect 
any money. He declared that this plan 
tightly presented can result in closing 
from 60 to 100 percent of the employes 
of any plant or business, while in in- 
dividual sales the agent who gets the 
names of 100 men, interviews 30 of 
them and sells 10 is doing very well. 
_He said that salary savings differs 
Irom group in that it is primarily a 
matter of selling the individual. It is, 
however, necessary to sell the employer 
on the idea and in making that con- 
tact the personal element is most im- 
portant. The employer is used to say- 
ing “no.” His first reaction is likely 
to be: “All you want me to do is to 
become a collection agency for your in- 
strance company.” Introduction of the 
personal relation is therefore necessary 
to break down this resistance. Outside 
of personal friendships, he said, the 
best way is to secure an introduction 
rom some one who knows the em- 
ployer, 


Get Picture of Situation 
tom Employes Themselves 


Where this is impossible to obtain, 
Mr, Holdren said that the only alter- 
Native is to get a picture of their situ- 
ation from some of the employes them- 
selves and put the employer in their 
Shoes. In cases of this kind he makes 
4 contact with some employe, say John 
Smith, a bookkeeper. He finds out 
— this man as much as he can in 
regard to his own situation and how 
ate of either life or accident 
7 health insurance would benefit him. 
hs en he sends in a card to the employer 
which is written: “I want to talk 
° you about John Smith.” 

Bh ionty he obtains the interview he 
— the situation from John 
Fw t's standpoint, pointing out also 
ae mith, for example, has been off 
we months on account of illness, 
thes a no income coming in during 
bd ime, he is likely to be a less effi- 

i rmploye on his return. In the 
on oan he is anxious to get back to 
sey ame he needs the money, and 

art in again before he really 








ought to. In the second place, he is 
worrying about how he is going to pay 
the bills that have piled up during his 
illness. 

The employer will readily admit that 
their have been cases where employes 
or their widows have come into the of- 
fice and asked for help, which would 
not be necessary if such a plan were in 
ferce. He will also admit, probably 
quite readily, that if a large percentage 
of his employes were of the thrifty 
type, they would be more desirable 
workers; that it is difficult for most of 
them to dig up the money for a semi- 
annual or annual premium on_insur- 
ance, or to budget the expense so as to 
take care of these payments as they 
come due in the future; that he will 
receive some of the credit if the plan 
is adopted, even if he makes no con- 
tribution toward the cost. It can also 
be shown that his employes will have 
the advantage of wholesale buying in 
the premium that is fixed for this form. 
Answering any objections as to the 
time it will take, he can be told that it 
will require only about half an hour 
of the bookkeeper’s time each month. 


Most Successful Sales Made 
by Individual Solicitation 


In most cases the employer believes 
that it will not be posible to sell any 
large percentage of the employes, but 
if the case has been properly presented 
he will give his permission to go ahead 
with the solicitation, which is all the 
egent wants. 

The question was asked as to whether 
the solicitation of employes should be 
individually or on a mass basis. Mr. 
Holdren said that some people may be 
able to have the employes called in 
and talk to them as a group, but per- 
sonally he has not found the plan satis- 
factory and in his opinion successful 
salary saving sales are by individual 
solicitation. A standardized sales talk 
is used, however, for all employes. He 
said that it is really better to talk to 
them on the job than at their homes. 


Eighty from Three States 
in Attendance at Convention 


About 80 representatives of the com- 
panies from the three states, who had 
qualified by production in a contest 
covering June and July, attended the 
convention. The three state managers, 
John S. McGurk of Indianapolis, Earl 
B. Brink of Detroit and H. E. Travis 
of Columbus, O., had charge of the 
meeting and presided jointly at the 
business sessions. Sam C. Carroll, 
vice-president; D. M. Brovan, agency 
director; W. E. Huggins, superintend- 
ent claim department, and Ray H. 
Hawkins, chief accident and health un- 
derwriter, were present from the home 
office and spoke at one or more of the 
sessions. 

The business session on the first day 
was devoted entirely to accident and 
health insurance. Speakers from the 
agency ranks for that session included 
M. A. Morris; Mt. Pleasant, Mich., 
Charles H. Goodson, Marquette, Mich.; 
Reuel L. Jensen, Flint, Mich.; C. W. 
Brinkley, Coshocton, O.; R. Kirkham, 
Toledo; Herman Lodde, Lafayette, 
Ind., and William Ingalls, Bedford, 
Ind. At the life insurance session the 
second day speakers were C. M. Toohy, 
A. H. Creutz and M. G. Sleight of De- 
troit; Harold Swisher, Columbus, O.; 
A. J. Stumpf, Evansville, Ind., Joseph 
Feiwell, South Bend, Ind. and H. 








Hildner, Ann Arbor, Mich. Paul 
Speicher, R. & R. Service, analyzed the 
social security act recently passed by 
Congress. 

Mr. McGurk was toastmaster at the 
banquet and the speakers, in addition 
to the home office contingent, were C. 
Truman Redfield, resident vice-presi- 
dent of the companies in Chicago; 
Frank A. Post, editor of The Accident 
& Health Review, and Mr. Speicher. 

Watches were presented at the ban- 
quet to the winners in production for 
the two months qualification period. 





Two were awarded in the life depart- 
ment, one for the largest amount of 
life insurance: written and the other for 
the largest volume of premiums, the 
winners being H: M. Wright, Ander- 
son, Ind., and A. H. Creutz, Detroit. 
It was also found necessary to award 
two watches for accident and heaith 
production, as the two leaders were less 
than a dollar apart in their premium 
volume. They were M. A. Morris, Mt. 
Pleasant, Mich., and H. C. Moore, 
Circleville, O., both of whom made out- 
standing records. 





Time Control Methods Playing 


Important Part 


in Selling 





Much attention is being paid to time 
control methods. Generalities ex- 
pressed in the past regarding the value 
of salesmen’s time have crystalized into 
concrete form. Every system of time 
control has some variation but they all 
have the two essential factors: To 
check on the agent’s industry and to 
enable the agent to check back and see 
if his efforts are in the right direction. 
Few offices require that every agent 
put in a time report on his activities. 
Most managers require reports from 
new men who are undergoing training. 
In the case of the Northwestern Mu- 
tual Life, for example, the new men 
for their first three months are even re- 
quired to send in weekly work sum- 
mary reports to the home office, in ad- 
dition to giving the data to the general 
agent. The supervisor of another com- 
pany finds that time control reports are 
of greatest importance in training new 
men. because they furnish facts about 
the agent’s endeavors which can be 
analyzed and unproductive tendencies 
on the new man’s part can be corrected. 
The information and details are suffi- 
cient so that the supervisor can ask 
about individual cases not closed and 
then analyze the sales conversation by 
asking the agent: “What did he say?” 
“What did you say?” etc. 


Every Successful Agent 
Uses Form of Time Control 


Although the time control systems 
are comparatively new developments in 
the life insurance field, the idea of time 
control is not particularly new because 
practically every successful man in 
business has practiced it although he 
may not keep detailed records of his 
calls, etc. Many of the older men in 
the business hesitate to adopt time con- 
trol systems and in most cases the 
managers or general agents do not force 
them to toe the mark if they are pro- 
ducing satisfactorily. 

Time control and “supervision” go 
hand in hand. Where the time control 
plans are simply made available to the 
agents and distributed on their desks 
they are seldom used. In larger offices 
where there are only a few supervisors 
or assistants to the general agent, time 
centrol plans are not followed very re- 
ligiously. However, many general 
agencies and branches nowadays are di- 
vided into units, a small groip of men 
reporting or operating under a super- 
visor. Some general agents feel that 
it is best to allow their agents to be 
their own bosses. They feel that su- 
pervision tends to curb a man and curb 
his initiative and as one manager says, 
“You can’t check a man to success.” 
Agents are human beings and they must 
be dealt with as such and no system of 
control can be expected to secure close 
adherence of every man in the office. 
Obviously the entire office cannot be 
forced to adopt time control. New men 
after a certain stage must be allowed 








to use their own initiative. One suc- 
cessful supervisor keeps track of the 
production records of the new men after 
they have served the probationary time 
reporting period. If their production 
continues steadily in the right direction 
they are allowed to go ahead unhin- 
dered, but if their sales waver and there 
are slack periods, the offender is called 
in and placed back on the time report- 
ing system. 


Public Opinion Necessary 
in Managing Men 


Men cannot be ordered to do some- 
thing and then be expected to cooper- 
ate 100 percent. Public opinion is as 
necessary in enforcing office rules as it 
is in a federal or state law and the 
most effective way to instigate a time 
control system is to create an atmos- 
phere that it is the thing to do. In one 
successful office, the general agent has 
a voluntary system under which each 
agent reports to him and together they 
go over the agent’s record for the week, 
analyzing various factors involved. On 
this particular report the hours in the 
office and the field are given so that 
if the agent isn’t spending enough time 
in the field the fact is easily detected. 
In this agency the men work upon the 
assumption that if they secure ten new 
prospects each week and make 14 sell- 
ing interviews they will have normal 
production. In case a man’s report 
shows that he hasn’t secured enough 
prospects, although his production is 
holding up, the report is not accepted 
as satisfactory as later on the man’s 
production will feel the effect of lack 
of prospects. A balanced program of 
operation is urged and by having inti- 
mate talks with his men the manager is 
able to render helpful service. 


Monotony of Keeping 
Records Raises Difficulty 


One of the difficulties in time contral 
is the monotony of keeping records. 
Salesmen as a rule are not good book- 
keepers. They abhor making reports. 
Sales managers of men on the road con- 
tinually have to prod some of their men 
to mail in reports. Some agency su- 
pervisors feel that it is necessary to in- 
stigate new time control systems every 
six months or so in order to give new 
momentum to the idea of keeping a rec- 
ord. On the other hand some com- 
panies overcome the monotony by put- 
ting out carefully worked out systems 
and booklets which agents are bound to 
appreciate more than some file card 
form. It is interesting to note that 
Northwestern Mutual Life, which has 
been noted for the independence of its 
agents, has a comprehensive plan for 
“putting into effect what you know,” 
which includes a time record and a 
prospect inventory with the names of 
the prospects listed. The booklet is 
very complete and tells just what the 
agent should do when operating the 
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system. It is fully illustrated and the 
plans are made so clear that no man 
should have difficulty in understanding 
the operations. Weekly summary re- 
ports are provided and are required of 
new agents for the first three months. 
The report provides for a daily record 
showing hours in the field and office, 
calls ‘new and old”; interviews, pre- 
liminary and closing; prospects new and 
interviewed, and the amount of business 
sold and the premium. The weekly 
totals are entered on the cumulative re- 
sult sheet. The New York Life’s time 
report is on a small filing card, requir- 
ing the following daily information: 
Prospect getting interviews, number of 
new prospects secured, number of pre- 
liminary interviews, number of selling 
interviews, number of applications and 
volume of business. 


New Plan Instigated 
By McKeough in Chicago 


A. E. McKeough of W. A. Alex- 
ander & Co., Chicago, has instigated a 
new weekly check-up plan which 1s on 
a small sheet of paper requiring the 
following information: Planned to see; 
did see; first, second and third inter- 
views, both new and old; number of 
prospects secured, new names secured, 
plan to see next week; outstanding 
business, lives and amount; written and 
paid business, new and old. 

The Connecticut Mutual Life has 
two booklets, time control and prospect 
inventory. Blanks for daily records are 
provided and the weekly summary calls 
for the number of applications secured; 
the amount closed; sales contact, di- 
vided into first, second and third and 
other interviews, and whether progress 
was made or the contacts were inef- 
fective. Space is also provided for put- 
ting down the number of service calls, 
and deliveries, hours of study and plan- 
ning, and time in the field. The pros- 
sect inventory book of the Connecticut 
Mutual provides for listing of names 
and the amount expected to sell and 
the final results. 


Agent Lists 75 Prospects a 
Month He will Call On 


The John Hancock Mutual Life uses 
a large sheet on which the agent has to 
list 75 prospects he will interview dur- 
ing the month, along with the best 
prospects for immediate business. Space 
is required for the names of the pros- 
pects interviewed and the applications 
ending, business issued and paid for. 
Daily record for the number of sales 
presentations is provided. Manager 
John R. Hastie of the Mutual Life of 
New York in Chicago has a week’s ac- 
tivity card, providing a daily record for 
calls, found in, new calls, complete in- 
terviews, get application, amount, get 
settlement, new prospects, policies de- 
livered and amount. Below the total is 
a weekly par, it being 46 on calls, 27 
on new calls, 18 on complete interview, 
2 get applications and 10 new prospects. 
The Connecticut General Life has a 
complete monthly booklet providing for 
daily report sheet and weekly and 
monthly summaries. 


Should Be Able to 
Analyze Agent’s Efforts 


In considering time control records 
most supervisors agree that it is best 
to provide for complete records of an 
agent’s activities so that the report will 
not only show the agent’s industry, but 
also furnish data for analyzing the 
agent’s efforts with the view of making 
them more productive. An agent mak- 
ing a large number of calls and who is 
not closing any cases is not presenting 
the right sales talk. A man calling on 
old prospects only is limiting his future 
sales, although he may get immediate 
business. If the time control reports 
are made too simple it is easier for the 
agent to cheat, but if they are more 
complicated he will catch himself up on 
the inconsistencies that are bound to 
show up. In the final analysis, the use 
of a time control plan, so far as ordi- 
nary managers and companies are con- 
cerned, is up to the individual agent. 
As one supervisor said, the company 
doesn’t care how the agent uses his 











C.L.U. NEWS 


BREHER TWIN CITIES HEAD 


A. F. Breher of the St. Paul agency 
of the Northwestern Mutual Life, has 
been elected president of the Twin 
Cities CL. Ul chapter, J. OG; Zodd; 
Minneapolis, is vice-president, and J. F. 
Adams, also of Minneapolis, is secre- 
tary-treasurer. Dr. S. S. Huebner ad- 
dressed the annual meeting. 

* *K 

WISCONSIN UNIVERSITY PLANS 


The University of Wisconsin in its 
extension division at Milwaukee, in co- 
operation with the American College of 
Life Underwriters and the Life Office 
Management Association, is equipped to 
teach all five sections of the C. L. U. 
course. Dr. S. S. Huebner was in con- 
ference with the university officials 
while in Milwaukee recently. It is 
quite possible that a course will be pre- 
pared the coming year and will be avail- 
able to anyone desiring to take a home 
study course on C. L. U. work, com- 
mencing with 1936-7 year. It has a 
training course for the Life Office Man- 
agement Association examination. 

* * * 
HUEBNER TO VISIT LOS ANGELES 


Alvin Kingsbacher, California-West- 
ern States Life, president of the Los 
Angeles C. L. U. chapter, reports that 
Dr. S. S. Huebner, president American 
College of Life Underwriters, will visit 
Los Angeles Sept. 4, and will speak at 
a joint breakfast-meeting of the local 
chapter and the Life Underwriters As- 
sociation of Los Angeles on “Impor- 
tant Trends in Life Insurance.” After 
the breakfast-meeting he will speak at 
a special meeting of candidates for the 
C. L. U. designation. Dr. Huebner also 
will be the guest at a joint luncheon- 
meeting of the Life Managers Associa- 
tion of Los Angeles and the C. L. U. 
chapter. 











time, providing he has a_ substantial 
production, but there has never been 
an agent who could turn in a large vol- 
ume of business and at the same time 
spend the majority of his day in getting 
down and out of the office, at the ball 
game or the movies. 


New Edition of the Ohio 
Hand-Book Is Published 


The newly published Underwriters’ 
Hand-Book of Ohio contains a great 
deal of information of interest to those 
doing business in the state. According 
to this new book there are 744 com- 
panies operating in the state—246 stock 
fire, 92 mutual fire, 16 reciprocals, 101 
stock casualty, 37 mutual casualty, 1 
casualty reciprocal, 130 life companies 
and 121 fraternals. 

_ The Ohio department this year has 
issued 64,712 agents licenses, divided— 
stock fire, 30,692; mutual fire, 7,553; 
stock casualty, 14,540; mutual casualty, 
4,451; life, 7,476. Approximately 10,000 
solicitors licenses are issued each year. 

The Ohio hand-book gives the com- 
plete list of the agencies in the state, 
arranged by towns and showing the 
companies represented, besides other 





valuable information about each agency) 
such as, date established, members of 
the firm, etc. A list of the solicitors 
is given, cross-indéxed so as to show 
the agency represented by each solic. 
itor. 

The “Record of Insurance in Ohio" 
gives the record of the fire and life 
companies in the state for the past six 
years and the casualty companies for 
two year classified as to lines written, 
Stock fire companies in 1934 had pre 
miums of $28,854,501 compared with the 
1933 figure of $25,482,998. The casual 
totals were $35,257,618 in 1934, $32. 
244,805 in 1933. 

Life insurance showed a gain, $1,037. 
701,870 being paid for last year com. 
pared with $953,026,606 in 1933. A sep. 
arate table is included in this new book 
giving the industrial premiums and 
claims. Last year these companies took 
in $47,041,927 and paid out $10,996,521 
in claims. 

This book, which is the standard ref. 
erence book on insurance in Ohio, is 
most complete and is constantly used. 


L. O. M. A. Institute’s Year © 
Book Shows Large Growth 


Large increase in student enrollment 
and number of examinations this year 
is shown in the year book of the life 
Office Management Association Insti. 
tute just issued. This is the third year 
of the institute activity. Enrollment this 
year was 1,750, against 1,466 last year, 
and 4,528 examinations were given, com. 
pared to 1,430 in 1934. There were 97 
life companies registering students, 20 
percent increase; 423 certificates for 
completion of course II and 59 associ- 
ateship diplomas were awarded this 
year; 18 students were granted certifi- 
cates with cum laude honors and one 
cum laude diploma issued. 

The year book now lists honor stt- 
dents, among whom this year were Miss 
Dorothy B. Goldsmith, personnel di 
rector Guardian Life, and William 
Smyth, Mutual Life of New York. The 
1935-36 syllabus will be issued in Sep- 
tember, showing several new _ special 
courses, Executive Secretary F. L. Row- 
land announces. 

Members of the educational committee 
are: Chairman, W. P. Barber, Jr., Con-. 
necticut Mutual; W. H. Harrington, 
Ohio National; H. H. Pierce, Massachu-- 
setts Mutual; A. A. Rydgren, Continen- 
tal American; W. D. Holt, Provident 
Mutual; Malcolm Adam, Penn Mutual. 


Louisville Legal Firm Changes 

The law firm of Woodward, Hamil 
ton & Hobson in the Kentucky Home 
Life building, Louisville, announces its” 
dissolution due to the appointment of 
Elwood Hamilton as United States dis-| 


trict judge. Judge Charles I. Dawsof 
who recently resigned from the United” 
States district bench will enter the frm 
with Ernest Woodward and_ Robert 
Hobson under the firm name of Wood-} 
ward, Dawson & Hobson. This is one” 
of the high grade legal firms of the 
south. It has specialized in insurance 
cases for some time and will continue 
to do so. 


H. E. Bouton has gone with the claim P 
department of the Pacific Mutual Life in 
Cincinnati. He was formerly with the 
Travelers. He is a_native of Danvillé 
Ill., and has been in Cincinnati since 1927, 





A good “closer.” 





Experienced Branch Manager 


and organizer with very positive ideas regarding handling men. 
Year and a half of life insurance, fourteen 
years of selling and managing specialty salesmen. 





To the company that will give me a new or run down office 
with a free reign, I will show results with a low lapse ratio. 
My price, one hundred dollars a week salary. 


ADDRESS C-18, NATIONAL UNDERWRITER 








